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38 ORIFICE METER 
TEAM, OIL AND OTHER LIQUIDS 


Forged steel chambers and covers. 
Tight seating check valves. 


Positive locking, one piece chart 


hub. 


All-weather, moisture-proof case. 


A4 4 


Loris, helidal coil type static 
presgure element. 


Quickly convertible from one 
pressure range to another. 


All-welded manifold piping, 
tested to 4,000 pounds. 
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Experience extending over many years in the design, 
manufacture and use of equipment for fluid measurement 
and control is reflected in the design of the EMCO Type 

38 Orifice Meter. Suggestions received from practical orifice meter men have been combined 
with measurement technique developed by EMCO engineers to produce an orifice meter that not 
only meets with the approval of those responsible for measurement but also those whose position 


it is to keep maintenance at a minimum and performance at a maximum. You can get the complete 


story describing the EMCO Type 38 Orifice Meter from Bulletin 1050. Write for a copy today 


PITTSBURGH EQUITABLE METER COMPANY 


MERCO NORDSTROM VALVE CO. 


NEW YORK- BUFFALO: PHILADELPHIA yy ; DES MOINES - CHICAGO - COLUMBIA 
KANSAS CITY - TULSA- LOS ANGELES (47 7) Offices - PITTSBURGH. PA MEMPHIS - OAKLAND - HOUSTON 


You can keep a good pipe down! Witness several cities 
with cast iron distribution mains in service that were 
laid a century ago, equalling in life the gas industry 
itself. Today’s cast iron pipe is an even better product. 
Today’s mechanical joint cast iron pipe makes a per- 
manent, swiftly-assembled, bottle-tight line under modern 
operating conditions. All mechanical joints, made by 
CIPRA members, are based on the stuffing-box principle. 


a 


Look for the “Q-Check” registered trade mark. Cast 
iron pipe is made in diameters from 11/, to 84 inches. 
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CAST IRON PIPE 


THE CAST IRON PIPE RESEARCH ASSOCIATION, THOMAS F. WOLFE, RESEARCH ENGINEER, 1013 PEOPLES GAS BUILDING, CHICAGO, ILLINOIS 
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THE STANDARD MATERIAL FOR UNDERGROUND WAINS 


For 103 years this cast iron gas 


main has served the City of Boston. 
It was recently uncovered for in- 


spection and here it is—good as new. 


Just one tool! A ratchet wrench 
and common labor are all you need 
to assemble the time-tried and 


proved bottle-tight mechanical joint. 
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The new improved Fluor gas cleaners have estab- 
lished maximum efficiencies and economies in 
both liquid and dirt remover types. Simple, fool- 
proof, they may be operated 24 hours a day and 
require no other service than the removal of water 
or foreign matter collected. Not only is it possible 
to remove practically all liquid and dirt particles 
from the gas stream, but uninterrupted perform- 
ance is maintained with low pressure drop across 
the cleaners. Increase the life of your pipe lines, 
valves, controls and other gas process and trans- 


mission equipment by installing Fluor cleaners. 


BEWSURE WITH FLUOR 


Tee sawn: CORPVAATION LID. 
909 EAST 59TH STREET, LOS ANGELES, CALIF. 
703 Fairfax Bldg., Kansas City, Missouri * 719 McBirney Bldg., Tulsa, Oklahoma 
601 Second Natl. Bank Bldg., Houston, Texas * P O. Box 1221, Phoenix, Arizona 
15 John Street, New York City, New York * Shell-Mex House, London, England 


ADVERTISERS’ INDEX 
’ 
2 
American Brass Co. A 
American Meter Co. 
American Stove Co. 55 f 
Autogas Corp. : 
The Barber Gas Burner Co. 


H. R. Basford Co. 
Blaw-Knox Co. Fifteenth Year of Publication 
Bundy Tubing Co. 


a 2 ee LOS ANGELES CHICAGO NEW YORK 
— — Deagrinagesaes pgs ——— 810 South Spring Street 1064 Peoples Gas Bldg. 489 Fifth Avenue 
The Chaplin-Fulton Manufacturing Co. 52 : 

+s Phone Michigan 1481 Phone HARrison 8536 Phone Vanderbilt 3-4192 


Chicago Vitreous Enamel Product Co. 
Chilson Instrument Co. 70 
The Cleveland Trencher Co. 73 


Condensation Engineering Corp. 


Connelly Iron Sponge & Governor Co. 62 

The Cooper-Bessamer Corp, Contents for March, 1939 
Crane Co. 7 

Cribben & Sexton Co, 
Dearborn Chemical Co. Guest EpiToriAL: Change—the One Thing that is Certain. . . . . 
Detroit-Michigan Stove Co. 5 By R. H. Knowlton 
Dresser Manufacturing Co. 


Ensign Carburetor Co., Ltd. THERMALLY THINKING . . . . « « +. - . » By Stantey Jenks 


Fisher Governor Co. -: Is THE MANUFACTURED Gas INDUSTRY “DECLINING’?....: ... 
Fluor Corp., itd. By Herman Russell 
Fraser Furnace Co. 


GAS ON PARADE AT THE GOLDEN GATE INTERNATIONAL EXPOSITION 


General Controls 
General Gas Light Co. 


James Graham Manufacturing Co. 3 G AS CAMERA. 


Greenlee Tool Co. 


BUILDING THE GAS SYSTEM ON TREASURE ISLAND 


Handbook Butane-Propane Gases, 


Sad Rdition - ge eee ere 


Homestead Heater Co. 
The Howle Co. we Us or A Natura Gas-Arr Mixture As A SUBSTITUTE FOR WATER GAS 
Inland Manufacturing Co. | By Frank Wills 


Johnson Gas Appliance Co. } : ° 
4 aia THe Mass Market: What Some Manufactured Gas Companies are Doing 
a a to Promote Partial Water Heating Load. . . By Stanley Jenks 


Kitson Co. 
P. M. Lattner Manufacturing Co. ABSTRACTS BY THE STAFF: 


Merco Nordstrom Valve Co. 42 Gas Heating Turns Toward the New Home Market. . . .. . 
Milwaukee Gas Specialty Co. 7 By Herbert G. Schaul 


Minneapolis-Honeywell Regulator Co. 
L. J. Mueller Furnace Co. The Coordination of Service and Home Service Activities . 


Mueller Co. Third Cover By George E. Ludwig 


The National Supply Co. 


National Tube Co. New ENGLAND Gas AssociATION Hotps 13TH ANNUAL CONFERENCE 


By Stanley Jenks 
Pacific Coast Gas Association, Inc. 
Pacific Gas and Electric Co. Mip-West SALES CONFERENCE ATTRACTS 600 REGISTRANTS . ESS 
Pacific Gas Radiator Co. : B . “e : E . 
raig Es 
Pacific Meter Works J of P) 
Parkhill-Wade os SALES SLANTS 


Payne Furnace & Supply Co. 
Peerless Manufacturing Corp. : THE WoMAN’S VIEWPOINT . 
Pittsburg Water Heater Corp. 53 
Pittsburgh Equitable Meter Co. Front Cover BUTANE-PROPANE NEws 


rine Rae 20 or o oe 
Te oe Over 200 Delegates Attend Eighth Annual L. P. G. A. Convention 
Reliance Regulator Corp. By Craig Espy 


Republic Heaters Sales Co. 
Republic Steel Corp. 
Reynolds Gas Regulator Co. 


Robertshaw Thermostat Co. oP 

ites 'D. thever Gon. JAY JENKINS, Publisher STANLEY JENKS, Editor 

Royal Air Conditioning Equipment Co. CRAIG ESPY, Assistant Publisher ARTHUR ROHMAN, M aging Editor 
W. G. RUSSELL, Field Representative 


“I +d 


mu © ~ “ 


Semet-Solvay Engineering Corp. 

Servel, Inc., Electrolux Sales Div. 
Sharples Solvents Corp. , 
M. B. kinner Co. s March, 1939. Volume XV, Number 3. GAS is published monthly by Western Business Papers, Inc., at 
Spencer Thermostat Co. 54 810 South Spring Street, Los Angeles, California. Jay Jenkins, President; Craig Espy, Vice-President; 
George H. Finley, Vice-President; James E. Jenkins, Secretary-Treasurer. Subscription price United States, 
Canada, ger ety Central = npg, | (in ae - —_ the copy, three ge Rw — $1.00 
United States Pi . - 12 per year; all other countries, $3.00 per year. Entered as second class matter August 20, 1936, at the post 

nited States Pipe & Foundry Co 0 office at Los Angeles, Calif., under the Act of March 3, 1879. Copyright, 1939. 


United States Steel : Oficial Publication: Pocihe Cocct Gea Acseciation. 


Webster Engineering Co. és Member: Audit Bureau of Circulations; Associated Business Papers, Inc. . 
Welsbach Co. 69 Publishers: OIL & GAS Equipment Review; HANDBOOK BUTANE-PROPANE GASES. 


ww 
+e 
~~) 


The Sprague Meter Co. Fourth Cover 


CFRVICE FITTINGS 


Dayton pioneered the design of 
Boltless Couplings and Com- 
pression Type Fittings using the 
conventional wedge type gaskets. 
Their extensive use by the in- 
dustry is proof of their practic- 
ability. 


THE NATIONAL SUPPLY COMPANY 
DAYTON COUPLING DIVISION 


TOLEDO, OHIO 
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GOOD NEWS for 


The rapid developments in the Butane-Propane Industry make 
important news for the men engaged in this Industry and to 
those who supply its materials and equipment. For the past 
10 years, our publication, G AS, has carried a regular monthly 
department devoted to Butane-Propane News. In addition, as 
publishers of the Handbook Butane-Propane Gases (7500 
copies), we have been closely identified with this industry 
since 1932. As a result, we have been asked on many occa- 
sions why we did not publish a magazine devoted to Butane- 


Propane News exclusively. Our editorial plans have been Engines, etc. 


BUTANE-PROPANE NEWS, 810 South Spring St., Los Angeles, Calif. 
SUBSCRIPTION RATES: United States, Canada, Mexico and Central American countries, 
3 years for $2.50. All other countries, $3.00 per year. 


YES! 


Enter my subscription to Butane-Propane News starting with the first issue for 3 years for $2.50. 
ike Send bill to 


Check enclosed. 


Name.. 
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“Il am sure that such a magazine will be a construc 
tive influence in the liquefied gas business, and a: 
your plans mature we will be more than glad to kee; 
in close touch with you and to offer such assistanc« 
as we can make available.” 


* 


“We wish to be one of the first to go on record a 
heartily endorsing the publication you have in mind 


and should like to be one of the first subscribers. |: 


we may be of assistance to you in this connection 
please feel free to call upon us at any time.” 


* 


. . Any announcement you have to make relativ: 
to such a magazine will be received with interest.” 


* 


“I was very much interested to receive your lette: 
announcing your contemplated monthly magazine to 
be devoted exclusively to our industry.” 


* 


“We are very glad to hear that you expect to an. 
nounce a new monthly magazine devoted exclusively 
to the Liquefied Petroleum Gas Industry.” 


* 


“We know of no industry which is growing any 
faster at the present time than the liquefied petroleum 
gas business ... We wish you good luck with the 
new magazine.” 


“. .. 1 feel there is a need for a journal devoted to 
the ‘ liouefied petroleum see industry and would be 
glad to see one published. 


* 


. . - Our own folks, in twenty (20) states and Puerto 
Rico, at this time would unanimously welcome your 
proposed publication. Already Liquefied Gas people 
look to you for some items of interest concerning the 
industry in general. Your position in this respect is 
ideal, and no doubt you count it your good for- 


tune...” 


. - » Naturally, we would welcome any intelligently 
edited publication devoted to our industry. I am con- 
fident that it would serve to promote a a ad- 
vancement in our service and merchandising . 


* 


. . This is very interesting news to this company 
and you will receive our 100 per cent support. I am 
sure that I speak for the rest of the underground 
liquefied petroleum gas companies in the southern 
district and trust that you will start this publication at 


an early date... 


“You may enter my name on your list as a sub- 
scriber, and if you will advise by return mail when 
we may expect the first issue and the subscription 
price, I may use this as a Christmas remembrance to 
several customers.” 
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BUTANE-PROPANE MEN 


completed and, beginning with the June issue, this fast-grow- 
ing industry will have its own publication . . 
PROPANE NEWS. 

BUTANE-PROPANE NEWS will serve as a clearing house for 
information about all phases of the Industry, including Bottled 
Gas Distribution, Semi-Bulk Distribution, Dealer Sales and 
Service, New Appliances and Equipment, Town Plant Opera- 
tion and Load-Building, Transportation and Storage, Safety 
Practices, Industrial and Standby Uses, Internal Combustion 


BUTANE- 


Published by 
WESTERN BUSINESS PAPERS, INC. 


Publishers of GAS, the National Gas Magazine. 
Handbook Butane-Propane Gases (2 editions). 
OIL & GAS Equipment Review. 


810 SOUTH SPRING STREET 
LOS ANGELES, CALIFORNIA 
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i THE WARNING ODOR FOR FUEL GASES 
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Assures adequate, safe odorization at a 
cost of less than 1/10 of a cent per 1000 
cu. ft. of gas. 


It is the ideal odorizing agent foroutdoorleak 


surveys. Its powerful vapor penetrates wet 
soil where other odorants might be absorbed. 


Its far-reaching odor is unmistakable and 
warns INSTANTLY that gas is leaking—yet 
its odor does not linger AFTER the leak 


is stopped. 


Two 55-gallon drums will odorize 1 Billion 
cu. ft. of gas. Fully detailed Bulletin mailed 


on request. 


THE SHARPLES SOLVENTS CORP. 
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..if you are looking forthe simplest, 
most effective type of odorization. 
PENTALARM is introduced into 
the pipelines by the use ofinexpen- 
sive equipment made up in your 
own shops from materials on hand. 
It gives you perfectly controlled, 
uniform odorization by simply 


PRESENTING THE 
CP STORY 
FROM EVERY ANGLE 
Guest Editorial 
By C. W. Berghorn 


Thermally Thinking 
By Stanley Jenks, Editor 


The Woman's Viewpoint 
Regular feature article 


GAS Camera——CP in Pictures 


The A.G.A.E.M. 1939 CP 
Promotional Program 


A.G.A. Endorses CP 

Home Service and CP 

CP in the Consumer Press 
The CP Ranger Club 


The Proper Interpretation of 
CP Selling Features 


A Review of Local Progress in CP 
Promotion 


Campaign Digests (8 outstanding CP 
programs in brief) 


1939 CP Range Parade — featuring 
one model and brief description 
from each CP manufacturer 


CP, the Keystone of Dealer 
Co-operation 


CP and the Lower Income Customer 


Be Sure Your Employees Get This Valuable Sales Help. 


THE COMPLETE 


1939 SALES PROMOTION PROGRAM 


FOR THE Cp RANGE 
WILL BE PRESENTED EXCLUSIVELY 
IN THE APRIL ISSUE OF 


BAS 


(‘This issue is sponsored by the A.G.A.E.M. and endorsed by the A.G.A.) 


A PRACTICAL SALES MANUAL FOR EVERY SALES, 
SERVICE AND HOME SERVICE EMPLOYEE! 


GAS exclusively will carry the complete 1939 CP Range Sales Promotion 
Program. The April issue, edited in close cooperation with A.G.A. and 
A.G.A.E.M., will cover in detail every phase of this important, far- 
reaching campaign. The April Edition of GAS will supply the most valu- 
able sales help ever provided . . . practical aid to every Gas Company 
employee to use in every contact with consumers. 


AUTHORIZED INFORMATION YOUR SALES 
AND SERVICE PERSONNEL MUST HAVE TO 
FOLLOW THROUGH WITH THE PROGRAM 


Hundreds of thousands of dollars will be spent this year to arouse the 
attention and interest of the American people in behalf of the CP 
Range. The complete story of the 1939 Program, as presented in the 
pages of GAS, provides authoritative information which your employees 
must have to follow through and close sales to CP Range prospects. For 
only 25c per copy, you can well afford to supply every employee in your 
Sales, Service and Home Service Departments. 


Order Extra Copies Now. Do Not Delay! 


EXTRA COPIES 
25¢ 


Per Copy 


Supply limited to total 
amount of reservations. 


810 South Spring Street 


| r eA DON’T TAKE 
@ Q @ A CHANCE— 
| Reserve Your 
The NATIONAL Gas Magazine Supply 
Los Angeles NOW! 
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CRANE 


CRANE CoO., GENERAL OFFICES: 836 S. MICHIGAN AVE., CHICAGO 


| 
| 
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NATION-WIDE SERVICE 


Yow! verER JOINTS 


eng 


on small lines... with Crane’s new 
socket welding fittings 


HE new Crane Forged Steel Fittings for 

socket welding are not made from 
screwed fittings blanks. Engineered spe- 
cially for welding—for easier installation 
—more efficient and durable service, they 
permit a wider application of welded pip- 
ing practice. 

With these new Crane fittings, the advan- 
tages of socket assembly are magnified. 
Socket weld joints for small lines are now 
more practical— more economical. Not only 
are pipe-end beveling and the danger of 
welding icicles obstructing flow eliminat- 
ed, but no longer need pipe be cut to 
accurate length—or even square. Yet, be- 
cause Crane socket fittings design con- 
forms to advanced welding technique, 
electric arc or gas, it provides a superior 


THROUGH BRANCHES 


CRANE CO., G-3-39 
836 S. Michigan Ave., Chicago, IL. 

Gentlemen: I want a copy of Bulletin No. 309—‘‘New and 
Better Fittings for Small Welded Lines.’ No obligation, of 
course. 
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weld—a weld that is stronger than the 
pipe itself—and in less time. 
Crane-Quality stands back of the greater 
efficiency these vew fittings promise.Crane’s 
extensive research facilities .. . advanced 
metallurgical engineering... 80-year man- 
ufacturing experience . . . and Crane’s un- 
derstanding of and ability to fulfill indus- 
try’s every piping need are your assurance 


that their design is right—and dependable. 


Get All the Facts in Bulletin 309 
These Crane Socket Welding Fittings mean 
time-and-money-saving advantages for 
your plant. Learn why! Illustrated Bulle- 
tin 309 gives full convincing facts — sizes, 
ratings, and prices. Your free copy is wait- 
ing—send the coupon now! 


IN ALL MARKETS 
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ONE WORD... 


Sums Up the Amazing Acceptance of 


Semet-Solvay's Reverse 
Flow Water Gas Machine 


In less than two years, REVERSE FLOW'S all-round 
efficiency has won the gas industry’s emphatic ap- 
proval—because of its exclusive 4-Way VERSATILITY. 


Seven installations in New England and the Middle 
West prove this versatility. Each presents a different 
problem. Yet in each case a uniform gas of required 
specifications is being produced more economically, 
with a minimum of supervision. 


ot re- : 
° REVERSE FLOW represents the first major improve- 


ment in gas manufacture in the past decade. We 


believe it is destined to replace so-called ‘‘standard’’ 
operation. 


Produces uniform 9° 


uired specification®: 
a 


Investigate the benefits of 
Reverse Flow to your plant. 
See for yourself how easily 
you can reduce operating 
and production costs. Write 
for actual data today. 


Engineers 


40 RECTOR ST. NEW YORK, N. Y. 


OHIO 


CLEVELAND, 
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ODAY’S higher pressures, heavier 

trafic vibrations, and sudden 
shocks make steel pipe more impor- 
tant than ever. Only steel can offer 
you the extra strength you need for 
mains, laterals, and service lines. It 
gives you the most service per dollar of 
cost—the greatest safety that money 
can buy. a 


STEEL Gas Mains cost less to lay 
because steel pipe is lighter and easier 
to handle and 1s available in lengths 
as great as 40 feet, that reduce the 
number of joints per mile. 


STEEL Gas Mains cost less to 


maintain because steel is not only 


Columbia Steel Company, San Francisco, Pacific Coast Distributors 


NATIONAL TUBE 


strong, but also flexible. It prevents 
sudden ruptures, and the resultant 
repair and damage costs. Trafhe vi- 
brations, earth settlement, and even 
sudden shocks can never cause disas- 
trous, abrupt failures. 


STEEL Gas Mains have smooth 
surfaces that are ideal for the applica- 
tion of various coatings, which may 
be needed where soil conditions are 
highly corrosive. 


Write for complete information on 
NATIONAL Steel Pipe. The Nationa 
organization is equipped to serve you 
speedily, efficiently, and in exact ac- 
cordance with your requirements. 


PITTSBURGH, 


FOR HIGH GAS PRESSURES 


For handling abnormally high gas 
pressures, we recommend Na- 
TIONAL Seamless Pipe, a pipe that 
is made without welds, by pierc- 
ing solid billets of highest quality 
steel. This pipe removes all pos- 
sibility of localized weakness, 
and assures full wall strength 
throughout. NATIONAL Seamless 
is available in sizes up to 24-inch 
O.D. Write for Bulletin No. 23. 


COMPANY 


United States Steel Products Company, New York, Export Distributors 


UNITED SIATES STERL 
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Running mate to the famous Type 
G-SD vertical pumping engine! 
In fact, the same rugged engine 
combined with a vertical com- 
pressor... and a second com- 
pressor cylinder can be added 
for two-stage operation. Built for 
constant service with compactness 
that makes for easy portability. 


Type G-MS is a complete unit that 
can be quickly installed at low in- 
itial cost. Its vertical design cuts 
foundation and housing costs to a 
very minimum. Furnished as either 
gas or oil engine and easily 
changed from one fuel to the other 
in the field. Readily converted back 
to a power unit by merely sub- 
stituting a clutch or similar drive 
for the compressor drive. You'll 
agree that here’s REAL salvage 
value! Write our nearest repre- 
sentative for details. 


THE ot ye AD le CORPORATION 
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4 mre por 
n, Ohio PLANTS — Grove City-Penn 


Next in importance to cast iron pipe itself for underground 
conduit construction is the bell-and-spigot joint, most 
widely used of joint designs. For special purposes, how- 


ever, U.S. Cast lron Pipe is available with U. S. Mechan- 


ical Joints; Usiflex and other types of flexible joints; in flanged types; and with 


plain and threaded ends. Information regarding their advantages and applicability 


to your needs will be sent promptly on request. 


Centrifugally or pit cast— for water works. 


. ° “4 . 
gas, sewerage, drainage and industrial service. cast 1TO;n. 


Uo. BB. Fire 2: 2VUnN pas te. 
General Offices: Burlington, N. J. 


Foundries and Sales Offices throughout the U. S. 
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GENERAL CONTROLS—T-85 PACKAGE SET 


NO EXTERNAL CURRENT NEEDED 


The General Controls T-85 Package Set consists 
of the NEW General B-60 series valve, flush 
thermostat for remote control, pilot generator 
and 40 feet of wire. The thermostat, attractively 
designed with gold-plated finish, projects but 
Yo" off the wall. The set is completely self- 
operated—current from pilot generator supply- 
ing all necessary current for operation. If pilot 
light fails, main valve closes. The set fulfills every 
necessary function for safe, accurate, automatic 
and remote gas control. For application to gas 
furnaces, floor furnaces, gas radiators, etc. 
Brings automatic gas heat within the financial 
means of tens of thousands of small home own- 
ers. First cost is low and the self-contained unit 
can be installed by the gas fitter. Available in 
sizes 34" to 1/2” I.P.S. 
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“450 East Ohio St., Chicago, Ill. 
/, 267 5th Ave., New York City, N. Y. 
1505 Broadway, Cleveland, Ohio 


GENERAL 
CONTROLS 


GAS HEATING B-60 SERIES 


GENERATE THEIR OWN 
ACTUATING CURRENT 


THERMOPILOT A-100 
Applying flame to thermocouple tip 
mokes electric contact, allowing main 
gos valve to open. Pilot light failure 
opens circuit. Automatically resets 
when the pilot is relighted. Now, with 
flexible lead connections. 

TYPE coe LGTH. CONTACTING LIST 


A-100-1 or 30° 2 Wire— 


pi 
A-100-2 18” or 30” 


Co 

on-off... 7.40 
Other couple lengths available on order 
at slight extra charge. 


700 West Ivy, Glendale, Calif. 


Only General Controls offers automatic 
heating controls that generate their own 
actuating current. With General Controls, 
no other source of current is needed. 

All buildings and homes, big and small, 
can generalize with General Controls gas 
actuated heating controls. Never can cus- 
tomers be inconvenienced by lack or failure 
of electric service. Remember this, there's 
nothing else like it. General Controls pilot 
generator, supplying actuating current to 
gas valve, is unique. Quiet, dependable, 
trouble-free, this amazing automatic fea- 
ture gains greater acceptance every day. 
Generalize homes and buildings against 
current failure by specifying General Con- 
trols gas actuated controls. Complete 
information and engineering data avail- 
able in our catalog. Write for it today. 


THERMOVALVE MR-2 
Utilizes same pilot flame failure prin- 
ciple as thermopilot, but permits a 
manually reset valve to shut off gas 
flow resulting in 100% shut-off. Oper- 
ates horizontally or in any desired posi- 
tion. Now, with two wire flexible lead 
= connections. 

Cep. @ 0.5" Couple Leth. 

t. 18° or 30” 

“ or 30" 

“ of 30” 

“ er 30" 

“ er 30” 

“ et 30° 


|| —_—_—- SEND FOR NEW CATALOG 


CONTROLS. 


6342 Cass Ave., Detroit, Mich. 


Kress Building, Houston, Texas 
915 Bryant St., San Francisco, Calif. 
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INSTEAD!” 


The way to consumer goodwill is— 
clean gas. Clean gas flows freely 
through the small apertures of mod- 
ern burners. Result: The delicate 
mechanisms function as they should 
... your customer is pleased. But when 
gas appliances fail because of dirty 
gas, it hurts your goodwill and your 


BLAW-KNOX 
GAS CLEANERS 


BLAW-KNOX DIVISION of Blaw-Knox Company: FARMERS BANK BLDG. - PITTSBURGH, PA. 


SERENE ee nS ae 


business. Blaw-Knox Gas Cleaners are 
a proved and profitable investment. 
They not only reduce complaints, but 
they also cut maintenance expense 
on pump and station equipment. 
Send today for Blaw-Knox catalog 
No. 1581, describing this equipment 
and giving interesting information. 
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THE REPUBLIC LO-BILL 
IS DIFFERENT! 


All conversion water heaters are not alike. 


Due to 


its radically different design, the Republic LO-BILL 
is different in many of its results. 


The features outlined below are ALL available in 


the LO-BILL: 


1. ADEQUATE CAPACITY 


Draws of sixty gallons per day are 
handled with ease by the Republic 
LO-BILL. This is due chiefly to the 
peculiar fact that the user starts 
each day with ALL the water in the 
tank at a usable temperature. The 
effective storage capacity of the LO- 
BILL is the entire capacity of the 
tank. 


. PERFECT TEMPERATURE 


CONTROL 

The Republic LO-BILL operates as an 
under-fired heater— not as a side- 
arm. There is no flame impingement 
on heating surfaces and gentle un- 
impeded circulation is available with- 
in the tank itself. The result is that 
the thermostat governs the tempera- 
ture of the entire tank. 


. EASE OF INSTALLATION 


General Sales Agent 


The Republic LO-BILL is equipped 
wih a specially designed Minneap- 
olis-Honeywell Surface Thermostat. 


De 


This means that the tank tappings 
need not be disturbed. 


. FREEDOM FROM LIMING 


It is a matter of common knowledge 
that lime formation increases rapidly 
as water is heated beyond 150° F. In 
the LO-BILL the thermostat may be 
set as high as 145° F. with the assur- 
ance that the water temperature in 
no part of tank will exceed 150° F. 


ATTRACTIVE PRICE 


The price of the LO-BILL is so attrac- 


tive that there is no excuse for offer- 
ing your customers anything less 
than this completely automatic wa- 
ter-heating service. 


The Republic LO-BILL does not com- 
pete with any designed water heater 
but sells into a different market. Your 
designed sales are bound to grow if you 
popularize gas water heating with the 


LO-BILL. 


Your Catalog Is Ready for You 


AUTOGAS CORPORATION 


2258 Diversey Pkwy. 


REPUBLIC HEATERS SALES CO. 


Chicago, Ill. 


CHICAGO, ILL. 


ATENER mH 


wh 


Universal Gas Ranges, regardless of style, 
model, or price, are built not only to a 
rigid standard of quality, but of greater 
importance, to a new and higher standard 
of controlled cooking performance. The 
Universal, with its advanced devices, is 
representative of gas range engineering 


All Universal Gas Ranges 
in the 1939 line, when 
ld «ar f equipped with Automatic 
Oven Burner Lighter, 
qualify for the CP Seal 
of Certified Performance. 


A NEW AND HIGHER STANDARD OF 
CONTROLLED COOKING PERFORMANCE 


plus modern functional design elevated to 
a new plane of perfection. Briefly, this 
means that the gas utility company, in in- 
stalling a Universal Gas Range in the home 
of a consumer, accomplishes certain basic 
objectives—(1) It protects the domestic gas 
load; (2) It assures the consumer a superior 
cooking service. 
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CHANGE - - - the One 
; Thing that is Certain 


By R. H. KNOWLTON 


Vice-president, The Connecticut Light & Power 
Company, Hartford, Connecticut 


LEADING industrialist, perhaps the leading one, 

has said that there is one thing of which he is 

certain and that is “change.” He has noted 
that the world is continually making progress—is 
continually changing. 

Well, you may ask, “What has all this to do with 
the gas industry?” To my mind it has precisely this 
to do with it. The gas industry cannot and has not 
been unaffected by change. Consumer preference 
and competitive conditions are illustrative. If the 
industry wishes to continue to enjoy the opportunity 
for service and the prosperity to which it has for 
many years been accustomed, it must be alert to note 
changed conditions and prompt in adapting its con- sible the rate below which it is unsound to go to 
duct to them. To effectually do so, it should issue a meet competition? {oe ' 
“show-cause order” for every method which it is 3. Do we recognize the difference between a good cus- 
employing in manufacture, distribution, accounting, : - 
rate making, and marketing. It may be suspected 
that if a thing has been done in a certain way for 
more than three years there is a reasonable chance 


1. Is it our habit to determine as accurately as pos- 


tomer and one that is sympathetic with the aims and 
policies of the company; that good customer rela- 
tions are impossible in the face of bad employe 
relations? 


which may soundly be promoted and those which 


that a better way can be found to do it. Its older 6. There being a vast difference between rendering 
statesmen should recognize that innovation and ex- good service in the way we think the customer wants 
weer GE OPERONS h h it and rendering that same service in the way the 
periment appear jess atttractive to them tan to customer does not want it, have we accurately sur- 
younger men, and that plans advocated by the latter veyed customer preference? 
¥ ° ’ 
‘ may usually be accorded the right of way. 7. Are we well informed with respect to the market 
4 Let’s take stock of ourselves—indulge in a critical price in other industries of superior management, 
| self-analysis by answering the following: engineering, accounting, and sales talent? Do we 
I admit that we need the best and are prepared to 
| 1. Have we effectively recognized that the territory pay for it? 
| served by every gas company affords not one market RR Se EE ge ee ee 
| but many; that each market such as the damnestic o. UO we e eclively recognize the necessity of pro- 
may he broken down into several in recognition of gressive and prosperous appliance manufacturers 
EL ES UE REE IE SEER arallg who are willing and able to support research in 
as : i their field? 
2. In analyzing our markets have we determined those eee a =" 
7 9. Have we concluded to waste no time in “grousing 


about competition but rather to address ourselves 


may best be left to competitors? 


3. Have we determined the safe limit of expenditure in 
market development, or do we look upon selling 
and advertising expense as an evil rather than as 
essential tools to a desirable end? 


vigorously to meet it? 
Self-analysis is sometimes painful but always 
profitable to the individual. Who is to say that it 
will not also be profitable to our industry? 
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By Stanley Jenks, Editor 


The second of a series of 
articles or: load-building in 
manufactured gas territor- 
ies appears in this issue. The 
entire series is an attempt to face present day condi- 
tions fairly and squarely, without. gilding the lily, 
and showing what actually has and can be done if 
the effort is made to build load in the “mass” 
rather than the “class” market. 


The Market 
for Gas 


The evidence piles up that sub-par living condi- 
tions are perhaps more prevalent than most of us 
suspect. For example, anybody who knows Fort 
Wayne, Ind., would justifiably, I think, claim it to be 
better than average with its substantial homes, fine 
stores and office buildings, diversified industries 
and civic-minded citizenry. And yet, when the Hous- 
ing Authority of Fort Wayne surveyed the city to 
find out what conditions actually did exist in Indi- 
ana’s second largest city it was found that things 
could be considerably better, to say the least. The 
figures are particularly interesting in terms of the 
27,000 domestic gas meters there are in Fort Wayne. 
Nearly 5000 families are without bathtubs, nearly 
2500 are without indoor toilets and almost 1000 
without running water. 


If gas is to be the people’s fuel, it must constantly 
find ways and means to make its use fit the pocket- 
books of the mass market for uses beyond basic 
cooking. And I don’t mean by rate reductions either, 
for I feel the real answer lies in an intelligent com- 
bination of promotional rates with appliances that 
fit the restricted needs of these poorer customers. 


The Federal Power Com- 
mission has recently issued 
its preliminary report for 
1938 on the production of 
electricity and the fuels used therein. While fuel- 
generated electricity shows a loss of 4.0 per cent for 
the entire country, it is significant that for this pur- 


pose the use of coal declined 10.0 per cent, oil 8.0 


Gas for Electric 
Generation 


per cent, and gas only 1.0 per cent. In other words, 
gas for electric generation made a decided advance 
at the expense of its fuel competitors. The percentage 
changes by geographical areas for all three fuels are 
interesting. 


PERCENTAGE CHANGE 1937-1938 


Elec. Prod. Coal Oil Gas 
NewEngland ... —12 —20 + 6 — 
Middle Atlantic . . — 4 — 7 + 2 — § 
East North Central . —10 —]2 +21 + 5 
West North Central . — 6 —]4 + 8 + 9 
South Atlantic .. + 6 — § + § +22 
East South Central . + 1 — § —30 +24 
West South Central . — — § —30 — 3 
Mountain .... —l9 —29 —43 +20 


Pacific De ae cn ene —_ —— 59 —40 


The preliminary data indicate that the fuel rate is 
approximately 1.42 lbs. of coal per kw. hr. The rate 
is calculated by converting the oil and gas used into 
equivalent tons of coal and then dividing the total 
coal equivalent by the kw. hr. produced by the use 
of these fuels. No allowance is made for the B.t.u. 
content of the oil and gas used and includes the out- 
put of both steam and internal combustion driven 
generating units. Fuel for stand-by purposes is in- 
cluded as fuel consumed. Accordingly, the 1.42 lb. 
of coal fuel rate is not necessarily representative of 
conditions in any one plant. 


So, the lack of flexibility in 
top burner operation has 
been conceded by one of the 
kilowatt cookoo-ery boys as 
a drawback. He now proudly announces that his 
1939 line will have five heats instead of the conven- 
tional three. The gas range has a thousand all pro- 
duced so simply without any elaborate system of 
rheostats, switches, etc. It reminds me of a conversa- 
tion I had some years ago with an electrical refriger- 
ator manufacturer who had tried unsuccessfully to 
build a gas refrigerator. “We could have gotten 
around existing patents,” he said, “if we'd built a 
‘Goldberg contraption’.” It will take a “Goldberg 


A Thousand 
to Five 


20 


contraption” to match the performance of the mod- 
ern C.P. gas range. 

Our only real threat, as I see it, is internal. It 
comes from those men within the industry who fail to 
see the dangers of allowing obsolete gas ranges to 
hold open the door for electrical opportunists, and 
who complacently neglect to re-arm themselves with 
modern sales weapons. 

And as a Canadian editorial brother has said in 
the face of Ontario hydro-electric competition, ““The 
gas industry needs gas men who know gas from A to 
Z, and know they know it. Guessing gas men never 
built the gas business. We want builders, not pessi- 
mists, in our business.” 

I would like to add that perhaps the time is over- 
due to go further than take the guesswork out of 
cookery. Let’s start to take it out of cooking costs, 
too. 


The chemistry of manufac- 
Benzole Recovery _ tured gas production is pret- 

ty well cut and dried. The 
economics—and particularly the profitableness of 
more complete carbonization — is something else 
again. The manufactured gas business today faces 
intensive fuel competition, and despite its superi- 
ority, the price of gas to the user is more and more 
important as incremental uses are tackled. If the 
manufactured gas industry can reduce its holder 
costs by the profitable production of by-products, it 
is still a step nearer its goal as the universal fuel in 
the territory it serves. 


On a later page, appears an article “Does Benzole 
Recovery Pay?” from the December 14, 1938, issue 
of the British “Gas Journal.” While the article deals 
factually with British operating conditions and 
prices (we translated the pounds, shillings and pence 
into American money ), it will appeal strongly to our 
own engineers, who are no strangers to the problem 
of benzole recovery. Its value, of course, can only 
be comparative, for our costs of coal, labor and 
material, and sales prices of coke, tar and benzole 
are different, and our market demands differ, too. 
It perhaps suggests that a similar study, initiated 
here, would prove a welcome addition to the eco- 
nomics of our industry, and perhaps unlock the 
doors to wider markets for our gas service. 


None of our gas appliance 
The Manufacturer's and equipment manufactur- 
Part ers are wallowing in excess 

profits to my knowledge. 
Most of them, on the contrary, are doing business on 
a marginal basis, struggling along as best they 
know how to serve and be a worthy part of an indus- 
try in which they have a substantial stake. It is 
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futile to argue whether the gas utility made the 
manufacturer or vice-versa. It is too much like 
whether the chicken or the egg came first. 

The point is that a well-established manufacturer, 
whose research, engineering skill and production 
facilities have made gas service acceptably usable 
to 16 million American families in their homes, 
commercial establishments and industries, is entitled 
to a fair reward for his efforts. Every laborer is 
worthy of his hire. 

It is no contribution to the industry for a manu- 
facturer to have a pencil flung in his face with the 
contemptuous remark that he needs to sharpen it 
when he is quoting a standard utility price. Competi- 
tive conditions within the manufacturing ranks in- 
sure that the pencil has been sharpened plenty before 
any price is established. 

Gas utility men should realize that the gas indus- 
try is a difficult industry for the manufacturer to 
serve due to conditions beyond the latter’s control. 
Whereas the electrical manufacturer faces a well- 
standardized industry, the gas manufacturer, espe- 
cially if he makes appliances, faces a multiplicity 
of calorific values, specific gravities and purely 
local operating conditions. Reconciling these varying 
conditions in the plant costs money—and how! If the 
gas utilities feel they must have lower prices without 
any sacrifice of quality, a good way to start would be 
to meet their manufacturers at least halfway by tak- 
ing steps toward a greater uniformity of gas stand- 
ards, and thereby remove one of the biggest invisible 
expenses in the cost of modern gas appliance manu- 
facturing. 


The San Francisco Golden 
Gate International Exposi- 
tion is open and another 
brilliant advertising page for gas service is unfolded 
for public consumption. The Pacific Coast Gas Asso- 
ciation has shot the works to make the gas exhibit 
interesting to visitors, and has received grand co- 
operation from manufacturers. L. E. Lindsay, dis- 
play manager, the Seattle Gas Co., designed and 
supervised the construction of the exhibit, and he 
has spared no effort in making the story of modern 
gas service interestingly attractive. He will be assist- 
ed for the duration by A. L. Walker, division sales 
manager of the P. G. & E., whose flair for showman- 
ship can be counted upon to extract the last ounce of 
value from the display. The utility members of 
P.C.G.A. underwrote most of the financing. It will 
prove a sound investment. 

And in New York, only this week, I ran into 


Come to the Fair 


_ genial George Rector, who will be official host at the 


New York World’s Fair gas exhibit. He tells me he 
can hardly wait to get started, and from the sparkle 
in his eyes, I believe he has something up his sleeve 
—a pleasant surprise or two for visitors. 
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IS THE MANUFACTURED GAS 


INDUSTRY “DECLINING” 


(An Answer to Babson’s Charges) 


By HERMAN RUSSELL 


President, Rochester Gas & Electric Corporation, Rochester, New York 


DO not know what contacts in the 

utility industry the persons who 

prepared the analysis in question 
made, but they evidently were not well 
informed on many points. It is true 
that up to a year or so ago there were 
many executives of 
combination and 
straight electric 
companies who 
had not studied 
the characteristics 
of the domestic 
load and were 
moved, largely by 
the advertising and 
promotion cam- 
paigns of the large 
manufacturers of 
electric appliances, 
into believing that 
the domestic electric fuel load was 
profitable at ridiculously low rates, 
that the important thing was to sell a 
large number of kilowatt hours per 
customer and the profit would take 
care of itself. Also, during this period 
the electric industrial load had drop- 
ped sharply, leaving all companies 
with surplus generating and distribu- 
tion capacity, so that any load looked 
good to the hungry companies. 

Soon this domestic fuel load began 
to prove troublesome. With an elec- 
tric range having a connected load of 
12 kw. and a demand of 6 kw., serv- 
ices, transformers, distribution lines 
had to be increased in capacity; main- 
tenance costs started to mount and 
things did not look so interesting. 
Many executives began to question 
the desirability of this load at prevail- 
ing low rates. Studies were made and 
the truth came out which showed that 
a combination gas and electric service 
for lighting, cooking, water heating 
and refrigeration is to the best inter- 
est of the customers, as well as the 
company, and requires a total invest- 
ment only two-thirds that of the all 


H. RUSSELL 


Recently Babson’s Reports, Inc., 
issued a promotional folder list- 
ing the manufactured gas indus- 
try as a declining industry. We 
commented editorially on this in 
our February issue and called it 
to the attention of Mr. Herman 
Russell, a past president of the 
American Gas Association and 
an outstanding combination gas 
and electric utility executive. Mr. 
Russell's answer is_ typically 
forthright.—Editor. 


electric service. Also that the all elec- 
tric cooking and water heating serv- 
ice to the customer, is only profitable 
to the company at a cost to the cus- 
tomer much higher than equivalent gas 
service, 

About this time also, those in the gas 
industry woke up to the situation, start- 
ed advertising and selling campaigns, 
improved the gas appliances rapidly 
and devoted much time and money to 
research, so that today the outlook has 
rapidly changed. Three years ago ihere 
was much justice, regardless of the 
facts, in your conclusion. Today | 
think this conclusion is incorrect. 

As proof of the above, the following 
points are offered. 


1. Gas and electricity are merely 
convenient forms of transmitting en- 
ergy. Where light and power are con- 
cerned, gas, except in some special 
situations, has no advantage and elec- 
tric energy is usually better suited to 
supply the customer’s requirements. 
However, where heat is desired, gas has 
a three to one margin of efficiency over 
electricity in delivering energy in the 
fuel into useful energy available for 
the customer. This is due to the conver- 
sion efficiencies inherent in the pro- 
cesses. 


2. The growth of the gas load to over 
five times that of 30 years ago, at which 
time gas was an already established 
and seasoned industry is quite start- 
ling. This is remarkable since during 
that time we have seen the electric in- 
dustry rise to great importance. In the 
past few years of the depression, there 
has been a slight halt in this rapid 
growth, yet when we look at the fig- 
ures, it is remarkable how stable it has 
been. We have all seen the continuous 
and striking advances which natural 
gas has made and there are those who 
have felt that the record of manufac- 
tured gas was not very impressive. 

However, many of the figures that 
we have seen have been based on fig- 
ures that were not strictly comparable 
for a number of reasons, such as: prop- 
erties changed to natural gas, changes 
in thermal values, etc. But when we 
take truly comparable figures, it is in- 
teresting to see the result, bearing in 
mind that the following figures are 
for manufactured gas operations in 
the entire country: 


House Heatine Sales House Heati 
M.Cu. Ft. Revenue 
(Per Cent Change) (Per Cent Change) 
1934 +42.6% +33.5% 
1935 + 24.1% + 20.0° 
1936 +-22.0% + 16.8% 
1937 +11.0% + 929 


1938 +10.0% + 12.0% 


Certainly house heating sales are on 
the march. Let us now look at commer- 
cial and industrial sales: 

(Com mers tal and Industrial 


Sales M. Cu. Ft. 
(Per Cent Change) 


enu 


Ret 2 4 
(Per Cent Cha rl 4 j 


1934 +18.0% + 5.0% 
1935 +12.6% + 3.8% 
1936 +20.7% +11.7% 
1937 +11.1% + 4.5% 
1938 + 1.0% y aa 


This does not look very discourag- 
ing. Therefore, let us look at the do- 
mestic load about which we have heard 
so much alarm: 


22 
Domestic Sales M. Cu. Ft. Revenue 
(Per Cent Change) (Per Cent Changc) 

1934 —l1.0% —1.4% 
1935 —2.4% —2.3% 
1936 —1.6% —2.0% 
1937 —1.1% — 5% 

+1.6% 


1938 +1.5% 

The combined figures for the entire 
operation listed above show as fol- 
lows: 


Total Manufactured 


Gas Sales 


Revenue 


(Per Cent Change) (Per Cent Change) 
1934 +5.8% +1.0% 
1935 +3.5% —0.1% 
1936 +6.6% +1.7% 
1937 +4.0% +1.2% 

+2.2% 


1938 +2.5% 


From the above it is quite apparent 
that the downward step has stopped 
and it is again on its way up. In study- 
ing the month by month figures, it is 
found that this change in trend started 
in April of 1937 and but for three 
scattered months has continued steadily 
on the upgrade ever since, through a 
period of over a year and a half. It is 
significant that this change in trend 
began shortly after the start of the na- 
tional advertising activity of the Amer- 
ican Gas Association. 

Certainly these figures indicate a 
good healthy growth. 

In this connection I was interested 
to read in the Bulletin of Standard Sta- 
tistics the other day the following state- 
ment under a chart giving essentially 
the above mentioned figures, bearing 
in mind that up until recently Standard 
Statistics has been rather pessimistic as 
to the future of manufactured gas. 


“The manufactured gas industry sees 
less variation in the sales of its prod- 
ucts than almost any other major in- 
dustry. Consumption over the past 10 
years of prosperity and depression has 
run within a range of 10 per cent.” 


3. Rates in the electric industry are 
now at a point where many companies 
are facing the necessity of seeking in- 
creases. This is due to the rapidly 
mounting costs, taxes, wages and fuel. 
The Peoples Gas Light and Coke Co. 
of Chicago recently secured an in- 
creased gas rate. So the gas industry 
does not face increasing competition 
from lowering electric rates — but 
rather the contrary. 


4. Gas gross revenues should in- 
crease because of increasing house 
heating, commercial and _ industrial 
loads, and also a recovery of and in- 
crease in the domestic load. It is not 
necessary to further reduce house heat- 
ing rates to increase this load. Insula- 
tion of old homes and building of bet- 
ter new insulated homes, has enlarged 
this market by reducing the customer 


cost of house heating. Due to active 
promotional work, more advertising, 
better dealer cooperation, better appli- 
ances, our own domestic load is now 
increasing. This can be and is being 
done today by other companies. Gas 
refrigeration load will continue to grow 
because the gas refrigerator offers a 
superior appliance at only a slightly 
higher operating cost as compared 
with electric refrigeration, and can be 
improved in efficiency. Repairs are less 
and there is no noise, no moving parts. 
Our own gas refrigeration load is in- 
creasing in spite of the fact that we also 
actively promote electric refrigeration. 
Commercial gas refrigeration and air 
conditioning offer a large and attrac- 
tive future market. Commercial electric 
air conditioning presents a bad load 
picture to many electric companies. 
Developments are under way that give 
evidence of bringing a large share of 
the potential air conditioning load to 
the gas industry, where it can fill the 
valley in the gas industry’s load curve 
at a minimum of added cost. 


5. There is no reason why gas com- 
panies cannot modernize their produc- 
tion facilities and most of them are do- 
ing so. Increasing development of by- 
products from gas manufacture, as 
well as from the gas itself, will mate- 
rially reduce costs in the future. Rising 
oil prices, due to depletion of oil re- 
serves, will lessen oil competition. 


6. Earnings will increase for reasons 
given above. 

7. Manufactured gas securities 
should become more, not less attrac- 
tive. 


8. I would like to comment on the 
domestic cooking load as affected by 
the claims of modern improvements in 
electric cookery and the delicatessen. 
Formerly there might have been some 
fear justified. The situation is rapidly 
changing now under the influence of 
much improved appliances and the 
national educational campaign which 
is now being conducted by producers 
of flour, meat and other food products, 
and by utility companies both gas and 
electric, whereby the public is being 
taught that the housewife can earn a 
good wage for herself by preparing 
home cooked meals, bread, pastry, 
roasts, etc., from the savings over buy- 
ing ready cooked products. Also, with 
the new gas ranges, it is easy to be sure 
of results, so that the inexperienced 
cook can be an artist at the gas range. 
Modern appliances—gas and electric 
—eliminate the drudgery, make the 
cooking and washing and laundry a 
pleasure, and save or earn much more 
money for the housewife. This is bring- 
ing back the domestic gas market, for 
the gas range is superior to the electric 
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range in the matter of performance, 
and the gas water heater is better and 
cheaper to operate than the electric or 
oil heater. 


The efficiency of gas water heaters 
has been considerably improved and 
also the methods of installation. The 
public is being educated on the value 
of a plentiful and adequate supply of 
hot water in the home, from a health 
and convenience standpoint. Automatic 
gas water heaters are being sold on 
rental purchase plans, which make it 
easy for the customer to have auto- 
matic hot water service. 


As one responsible for the operation 
of a large combination gas and electric 
company, whose investment is about 70 
per cent electric and 30 per cent gas, 
I claim it is decidedly to the interest 
of such companies to push sales of gas 
cooking and water heating, as these 
mean greater return to the company 
and better and lower cost service to 
customers in nearly all localities. Just 
why should the management of a com- 
bination company push questionable 
electric business, to the damage of gas 
investment and the company’s security 
holders, unless there is a consumer 
benefit by so doing? Speaking for one 
executive of a combination company, 
I am very glad we have our gas in- 
vestment. 


Again, in reference to load factor, 
this is not nearly as important in the 
gas industry as in the electric business, 
because of the ability to store gas and 
the much greater reserve gas distribu- 
tion capacity. To illustrate, the Roches- 
ter Company by means of holder ca- 
pacity and its flexible distribution sys- 
tem, has no difficulty in taking care 
of daily hourly loads, which vary from 
a minimum of 150,000 cu. ft. at 4 a.m. 
to a maximum of 1,600,000 cu. ft. at 
11 a.m. on holidays; and a daily load 
which varies from a minimum of 7,- 
296,000 cu. ft. to a maximum of 21,- 
240,000 cu. ft. This is accomplished 
with a by-product coke oven plant 
having a maximum daily capacity of 
16,000,000 and a carbureted water gas 
plant which is only necessary to oper- 
ate a few maximum days each winter. 
The available holder capacity permits 
almost continuous operation of the 
coke oven plant at uniform load. Stu- 
dies we have made show that our gas 
distribution system could double its 
maximum hourly load at an investment 
cost of only $2.70 per customer, and 
similar studies by the A.G.A. commit- 
tees show that this condition is typical 
of the industry. Likewise, a most ex- 
haustive study of the “Economics of 
Gas House Heating,” by an A.G.A. 
committee in 1936, studying four dif- 


(Continued on Page 38) 
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The Golden Gate International Exposition, Treasure Island, San Francisco 
Bay. The scale model is 16 feet long, 7 feet wide, weighs more than a ton. 


...At the Golden Gate Exposition 


persons visited the Golden Gate 

International Exposition in the 
first two days. While exact figures are 
not available, a large percentage of 
these, at least enough to populate a 
major sized city, visited the Gas In- 
dustry Exhibit. 

The gas exhibit, most extensive and 
pretentious of all exhibits in the Homes 
and Gardens Building, occupies an area 
of 12,000 sq. ft. It is designed to leave 
a lasting impression of the superiority 
of gas as a fuel, and present in dra- 
matic fashion the beautiful and amaz- 
ingly efficient appliances that have 
been devised to utilize it. 

The main entrance to the Homes and 
Gardens Building leads directly into 
the gas exhibit. The main area of the 
exhibit represents a spacious patio sur- 
rounded by low Spanish-type houses 
with colorful carved wood decorations 
and attractive windows. A deep blue 
sky finishes the exhibit overhead, and 
completes the illusion of an outdoor 
patio on a balmy summer day. At the 
far end of the patio is a Spanish bun- 
galow with a huge window, which in 
reality is a stage upon which the main 
features of the exhibit are presented. 

Directly in front of the entrance to 
the exhibit, a circular information desk 
is brilliantly lighted by a high pres- 
sure diadem gas street light which was 


loaned by General Gas Light Co. Past 


fem a quarter of a million 


the desk to the right, the most prom- 
inent feature of the exhibit is a Span- 
ish house with an outstandingly attrac- 
tive large window. Through this win- 
dow the visitor catches glimpses of a 
model kitchen. 

Just off the foyer is a large and at- 
tractive room housing the home plan- 
ning bureau. Here the visitor may look 
over a gallery of kitchen drawings in 
full color, and, if he wishes, he may 
study the examples of successful all- 
gas house plans. A staff of experts is 
in attendance, and anyone wishing 
authoritative information on any phase 
of the use of gas in the home may 
obtain it here. Heating, cooking, water- 
heating, refrigeration are subjects on 
which the experts are ready to give any 
desired information, and demonstra- 
tions can be made quickly with the 
equipment on display. 

To the left of this planning bureau 
is a series of three rooms built to fea- 
ture Pacific and Payne furnaces. They 
represent modern recreation rooms 
with bars and card nooks, and show 
what can be done with rooms that were 
at one time waste space given over to 
the furnace. The Ward floor furnace 
is displayed in the center room—a liv- 
ing room. 

Two model kitchens are next, one 
small and moderately priced, and the 
other a de luxe kitchen with all the 
most modern equipment. Both feature 


Monel metal furniture. The Whitehead 
Metal Products Company installed 
these two kitchens. 

Nearby is the water heater exhibit. 
Here also is an installation of Amer- 
ican Brass Co., showing copper pipe 
and fittings, and a display of Everdur 
tanks, Eight water heaters are featured 
here: Continental, Day and Night, Gen- 
eral, Hoyt, Mission, Merit, Ruud and 
Welsbach. 

Out on the main display floor in 
front of the water-heater display is the 
gas-heated ironer of the Ironrite Ironer 
Co. 

At this point the visitor is near the 
stage-window of the main patio, and he 
has his choice of continuing along the 
exhibit to two more rooms, or taking 
a seat before the stage. 

The two rooms feature floor furnaces 
—one the Atlas and the other the Fra- 
ser. They are installed for actual op- 
eration. Cut-out demonstrators are also 
exhibited so that the visitor may easily 
see the details of construction and op- 
eration. 

The stage, the center of interest in 
the entire exhibit, is an amazing crea- 
tion of the age of automatic devices. 
Its operation is entirely automatic, con- 
tinuing without interruption during the 
exhibit hours. Even the voice that de- 
scribes the automatic demonstration is 
recorded and is itself a part of the 
automatic operation. 
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Views the Industry's 
Exhibit at the 
San Francisco 


Exposition 


Upper left, a close-up of one of the en- 
trances to the Exhibit; in the center, left, 
are two all-gas model kitchens, installed 
by Whitehead Metal Products Co.; be- 
low, a Payne Furnace and Supply Co. 
central heating installation; below, in 
center, is a floor furnace installation by 
Ward Heater Co.: lower right are two 
types of furnace installations by Fraser 
Furnace Co. and Atlas Heating and Ven- 
tilating Co.; in the center, right, is shown 
one of the water heater displays: and at 
top, right, the stage of the industry's ex- 
hibit, where kitchen appliances are dem- 
onstrated uninterruptedly during the day. 
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The stage is in reality a huge revolv- 
ing circular platform divided like a pie 
into seven sections. Each section is a 
complete kitchen set-up—walls, win- 
dows, and all gas equipment, and each 
section features a different range. 
Ranges shown are: Wedgewood, Gaf- 
fers and Sattler, Norge, Magic Chef, 
Universal, Spark and Roper. Only one 
section at a time is visible from the 
audience. Each section remains “on the 
stage” four and a half minutes—the 
entire cycle being completed in half 
an hour. 


The Show Goes On 
The show is heralded by the tinkle 


of chimes, as the “curtain” of the stage 
slides open, and a sleek modern kitchen 
stands revealed. In a few seconds the 
range starts slowly to open. The cover 
slides back, oven door opens, broiler 
opens. And with each movement, a 
moving picture projected onto the 
kitchen window shows the same piece 
of equipment in actual use, and a 
voice describes the demonstration. 

One by one each different piece of 
equipment in the kitchen opens auto- 
matically—the refrigerator, a cabinet 
with a water heater or forced air heat- 
er. 

After each kitchen demonstration the 
curtain closes, and the tinkling chimes 
again herald the opening of another 
demonstration. 

The remaining wall of the exhibit is 
divided into four sections. One section 
is devoted to each of the major uses of 
domestic gas. Appliances of all par- 
ticipating manufacturers are grouped 
here. There are numerous models of 
ranges, water heaters, air heaters, and 
refrigerators, and here the visitor can 
see at close hand the equipment just 
seen in the “show.” Cut-away models 
show the construction features con- 
cealed in the finished models. Here 
the visitor may get any demonstration 
of equipment she may want, may han- 
dle the equipment, and obtain whatever 
literature is wanted. 

Photo-murals and _ illustrative ani- 
mations extend along the entire wall 
and to the top of the exhibit, tieing this 
extensive exhibit together and unifying 
these varied appliances into a compact 
unit. 

That the plan of the exhibit is agree- 
able to participants is proved by the 
fact that not only every appliance set- 
ting originally planned is filled, but as 
many more settings were created as 
could be made without spoiling the 
total effect. 

This is extremely gratifying, as no 
space was sold to manufacturers, but 
every inch of space kept under the con- 
trol of the Association. Only in this 


way could the exhibit be kept unified. 
This close control was made possible 
because nearly three-quarters of the 
estimated cost of building and operat- 
ing the exhibit was assumed by gas 
utilities. With the major cost taken 
care of definite amounts could be set 
for manufacturers’ participation. Man- 
ufacturers were then invited to partici- 
pate in a non-competitive show. 

The fact that every available inch of 
exhibit space is occupied means a grat- 
ifying over-subscription of finances. 

Credit for the design of the entire 
exhibit goes to L. E. Lindsay, display 
manager of Seattle Gas Co. Mr. Lind- 
say also supervised the construction of 
the exhibit. To the Seattle Gas Co. 
goes credit for making Mr. Lindsay’s 
services available to the Pacific Coast 
Gas Association for the Fair’s duration. 

A. L. Walker, division sales man- 
ager of Pacific Gas and Electric Co.., 
has been given a leave of absence by 
his company to assist in the operation 
of the exhibit. 

Both Mr. Lindsay and Mr. Walker 
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have enviable reputations for show- 
manship. Mr. Lindsay has been asso- 
ciated with many exhibits and has a 
national reputation for staging displays 
as well as for his artistry in design and 
mechanical ability in putting unusual 
effects into operation. Mr. Walker has 
a wide local reputation for his show- 
manship in organizing sales presenta- 
tions and pageants. 

Pacific Coast Gas Association 1s 
handling the entire exhibit under the 
direction of a committee headed by 
R. E. Fisher, vice-president of Pacific 
Gas and Electric Co. Members of 
the committee are: H. L. Farrar. 
president of Coast Counties Gas and 
Electric Co., and president of the As- 
sociation; R. A. Hornby, vice-president 
of Pacific Lighting Corp.; H. R. Bas- 
ford, president of H. R. Basford Co.. 
representing water heater manufactur- 
ers; Don Fleming, manager of Payne 
Furnace and Supply Co., representing 
furnace manufacturers; and E. J. Hin- 
chey, of Jas. Graham Manufacturing - 
Co., representing range manufacturers. 


Building the Gas System 


On Treasure Island 


ATURAL gas —a total load of 

some 60,000 cu. ft. per hour—is 
furnished to the Golden Gate Interna- 
tional Exposition on Treasure Island 
by the Pacific Gas and Electric Co. 
The company has a 5x 10-inch Con- 
nersville meter located- at the end of 
the Key System Fill on the Oakland 
side of the bay. From there the gas is 
transported at approximately 60 lbs. 
pressure through a 4-in. welded line 
under the bay to the shore of Treasure 
Island. A “P” Type Reliance regulator 
was installed where the gas line en- 
tered the Island, reducing the pressure 
to 10 lbs.; and this 10 lbs. pressure is 
carried in the Island distribution sys- 
tem. A portion of the distribution sys- 
tem on the island was installed by con- 
tractors under the supervision of the 
Exposition Co. and part of it installed 
by the Exposition Co. All of it will 
be maintained by this company. 

The distribution system consists of 
approximately 5,000 ft. of 4-in. main, 
13.000 ft. of 2-in. main, and 1,000 ft. 
of 3-in. main. The 4-in. and 3-in. mains 
were installed by a contractor and 
screwed joints were used. All 2-in. 
main is welded and wrapped pipe. In 
addition to the mains there are about 
two miles of services consisting of 14- 
in., 34-in., 144-in., 144-in., and 2-in. 
pipe. These total about six miles. 
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There are about 250 gas meters in- 
stalled on the Island for the various 
consumers. With the exception of a 
few high pressure services all con- 
sumers’ services have regulators at the 
meter, and the pressure is reduced 
from 10 lbs. to 6 in. There are 16 high 
pressure meters in service with an out- 
let delivery pressure of 10 lbs. All 
the high pressure meters are in use by 
the California State buildings, which 
have a combined load of 12,000 cu. ft. 
per hour. The biggest portion of the 
load is a heating load, as the State has 
installed batteries of forced air heaters 
in practically all buildings. About 75 
per cent of the State load is for heat- 
ing, and the balance for cooking and 
water heating. At the livestock pavil- 
ion, which is sponsored by the State, 
there is a large hot water heating sys- 
tem rated at 1,300 cu. ft. per hour, and 
this water is to be used for washing 
and cleaning of the stock and general 
uses on the premises. 

There are quite a number of hot 
water heating systems on the Island. 
among which are the Yerba Buena 
Club, with a boiler rating of 1,400 cu. 
ft. per hour; the Argentine building. 
with a boiler rating of 1,200 cu. ft. per 
hour: Firehouse No. 2, a boiler of 350 
cu. ft. per hour; and Hills Bros. Ex- 

(Continued on Page 70) 
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Is Benzole Recovery Profitable? 
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TABLE No. 1. MAKING A FINAL GAS OF 475 B.t.u. PER CUBIC FOOT* 


Without With 
Condition Benzole Benzole 
Recovery Recovery 


Ce Oe Ons. meee Dew SPB SC GEE SERS aE ee 475 500 


ee SRR? tite ig tarts et? a ESE 18,100 16,000 
meee er Ws aa I neh 86 80 
Crude benzole yield per ton of coal, gals..............0000000.0...... ae nil 3 
Ce SE ON a a caiaickinnliak cas cetenttortinnsneotheosccasiacbona alc skadantes . 475 475 
Make of final gas per ton of coal, cu. ft... — 20-2. 18,100 15,880 
Make of final gas per ton of coal, therms._..............--.--.. 86 75.9 
Dry fuel consumption per ton of coal, cwt...............--...0.---0...-0...--.-- 2.96 2.75 
Coke for sale per ton of coal, ewt......................... weet Stic 10.4 10.9 
Tak Fasee Or Be O0 CF ie Se kk i 13 12 
Surplus steam per ton of coal, Ibs.................... a SRE a Sie 925 980 


Plant to Produce 15,000 Therms Per Day for Sale 


Total coal required per day at $5.28, tom3...........-.0...000-2000000-eeceeeee 174.4 198.6 
ES Me tie RNS IIE SNE. eS gE 90.7 108.25 
yar pera O6 Se er ee a ee 2,267 2,383 
Surplus steam per day at 40¢ per 1,000 Ib., Ib... 161,000 194,000 
Crude benzole per day at a net revenue of 16¢ per gal., gals......... nil 596 


Without Benzole Recovery . 


Value of coke per ton ...$§ 657 $ 584 $ 511 $ 438 $ 365 $ 2.92 


Debit — 
+ | EReaeminear eh bake eae $ 920.64 $ 920.64 $ 920.64 $ 920.64 $ 920.64 $ 920.64 
RRR 38.40 38.40 38.40 38.40 38.40 
Cee eee 112.32 112.32 112.32 112.32 112.32 
SOO $1071.36 $1071.36 $1071.36 $1071.36 $1071.36 $1071.36 

Credit — 
Coke for sale ........... $ 596.16 $529.44 $ 462.72 $ 397.44 $ 330.72 $ 264.96 
i eae ue: ae 113.28 113.28 113.28 113.28 113.28 
Steam ..... sian aca: ae 64.32 64.32 64.32 64.32 64.32 
Eades tag obearee F $ 773.76 $ 707.04 $ 640.32 $ 575.04 $508.32 $ 442.56 
Net cost per day .........$ 297.60 $ 364.32 $ 431.04 $ 496.32 $ 563.04 $ 628.80 
Net cost per therm ¢ .... 1.984 2.430 2.874 3.310 3.354 4.192 


With Benzole Recovery 


Value of coke per ton ..$ 657 $ 584 $ 5.11 $ 438 $ 365 $ 2.92 


Debit - 
Coal _...........................$1048.80 $1048.80 $1048.80 $1048.80 $1048.80 $1048.80 
FO PRES 3 ES AARNS ... 40.80 40.80 40.80 40.80 40.80 40.80 
COGS «acta oa 119.04 119.04 119.04 119.04 119.04 119.04 
Total ......................$1208.64 $1208.64 $1208.64 $1208.64 $1208.64 $1208.64 
Credit — 
Coke for sale ..........$ 711.36 $ 632.16 $ 553.44 $ 474.24 $ 395.04 $ 315.84 
TO cstansinnsscacesshion ibladcdca a5 119.04 119.04 119.04 119.04 119.04 
POON ti oo er, 77.76 77.76 77.76 77.76 77.76 77.76 
I ce Se 95.52 95.52 95.52 95.52 95.52 95.52 
SS apeersceeaes S $1003.68 $ 924.48 $ 845.76 $ 766.56 $ 687.36 $ 608.16 
Net cost per day .............$ 204.96 $ 284.16 $ 362.88 $ 442.08 $ 521.28 $ 600.48 
Net cost per therm ¢ .... 1.366 1.894 2.420 3.948 3.474 4.004 


*In translating the figures in Table Nos. 1, 2 and 3 into American usage, the long ton wf 2240 
lbs. is used and one pound sterling is estimated at $4.80.—Staff, GAS. 


E HAVE made (says the British 
Gas Journal) an analysis of 
the question whether or not ben- 
zole recovery at gas-works is profit- 
able. We have taken as an example a 
works having continuous vertical re- 
torts and distributing gas of a gross 
calorific value of 475 B.t.u. per cu. ft. 
The gas-making data are those given 
by F. B. Richards in his paper, “Per- 
spective in Carbonizing Costs,” to the 
Eastern Counties Gas Managers’ Asso- 
ciation in 1934, for a plant distributing 
15,000 therms, or 3.16 million cu. ft., 
of 475 B.t.u. gas per day (Table No. 
1). We feel sure that readers will not 
quarrel with these basic data, which we 
know are borne out in practice. We 
take a fixed price for coal, and give 
the costs of gas manufacture for vary- 
ing prices of coke when the net revenue 
for benzole, allowing for operating and 
capital charges on the benzole recov- 
ery plant, is 16¢ per gallon. 

If no change is to be made in the 
declared calorific value of 475 B.t.u. 
per cu. ft., then it is necessary to re- 
duce steaming on the retorts, and, 
when recovering three gallons of crude 
benzole per ton of coal carbonized, to 
make 500 B.t.u. gas; as steaming is re- 
duced the throughput of coal per re- 
tort can be increased to such an extent 
that the thermal yield per retort per 
day remains the same as when steam- 
ing down to 475 B.t.u. For example: 


CV .* of Gas 475 B.t.u. 500 B.t.u. 


_—- 


Throughput per 10 

in. of major axis, 

per day, tons 0.097 0.104 
Therms per ton................ 86.0 80.0 
Therms per 10 in. 

of major axis per 

day 8.3 8.3 


: *C.V. throughout the article is an abbre- 
viation for calorific value. 


Assuming that 3 gals. of benzole are 
extracted from the gas, the loss in 
therms per ton will be 4.5. 


This leaves 75.5 therms per ton of 
coal to be distributed—i.e., 7.85 therms 
per 10 in. major axis per day—and 
another six per cent of retorts will 
have to be brought into operation to 
make up for the therms extracted in the 
benzole plant. 

In the accompanying financial state- 
ment (Table No. 1), labor and capital 
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THE ARTICLE herewith reprinted is from 
the British “Gas Journal” whose technical 
editor, in collaboration with several of the 
leading British carbonizing experts, spent a 
great deal of time compiling it. It has aroused 
a great deal of interest in Great Britain and 
we feel it will be equally interesting to 
American gas men, in view of the consider- 
able discussion going on at this time in manu- 
factured gas circles regarding the feasibility 
of reducing holder costs by a greater recov- 
ery of by-products.—Editor. 


When the extra 
coke due to benzole 
recovery is sold at 
a price in excess of 
$1.28, then Table 
No. 3 shows the ex- 
tent to which ben- 
zole recovery con- 


charges in respect of the extra retorts 
working have been charged, although 
in most cases, the installation of a ben- 
zole plant will simply increase the load 
factor on existing carbonizing plant. 
The results in Table No. 1 show that 
the most important changes following 
the installation of a benzole plant are 
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FIG. 1. Costs of gas manufacture for varying prices of coke 
when net revenue for benzole, allowing all operating and 
capital charges on benzole recovery plant, is 16¢ per gallon. 


the carbonization of extra coal, the 
production of extra coke from the extra 
coal, and also the increase in the yield 
of surplus coke per ton of coal carbon- 
ized due to the reduction in steaming. 

The actual quantities per day for a 
plant distributing 3.16 million cu. ft. 
475 B.t.u. gas are as follows: 


Without With 
Benzole Benzole 
Extraction Extraction 
Coal per day, tons........ 174.4 198.6 
Coke for sale per ton 
of coal, cwt. 10.4 10.9 
Coke for sale per day, 
tons | 90.7 108.25 
Benzole extracted, gals. nil 596 


tributes to a reduction in the cost of 
gas manufacture. In this particular 
example which has been used there 
are 17.55 tons of extra coke per day 
when making 15,000 therms of strip- 


ped gas and 596 gallons of benzole. 

Therefore, the selling price of extra 
coke must fall below $22.56 divided by 
17.55 equals $1.28 per ton before ben- 


zole recovery becomes unprofitable. 


TABLE No. 2. DISTRIBUTING 15.000 THERMS OF 475 B.t.u. GAS PER DAY 
NET REVENUE ON BENZOLE 16¢ A GALLON 


Cost per day of gas without benzole 


Coke value per day with benzole re- 


Value of coke per ton.............000.0......... $ 657$ 584$ 5.11 $ 438 $ 3.65 $ 2.92 


$297.60 $364.32 $431.04 $496.32 $563.04 $628.80 


recovery a 
Cost per day for gas with benzole re- 

covery PRATT OBER ES 204.96 284.16 362.88 442.08 521.28 600.48 
Profit on benzole per day...................... $ 92.64 $ 80.16 $ 68.16 $ 54.24 $ 41.76 $ 28.32 


$711.36 $632.16 $553.44 $474.24 $395.04 $315.84 


Gas engineers are naturally con- SE Ea Lean 
cerned about the price at which the ex- Coke value per day without benzole 
tra coke can be sold, and since the LS Mn 596.16 529.44 462.72 397.44 330.72 264.96 
k ‘ce. quite apart from benzole Value per day of extra coke at aver- 
a ee . P . age price (17.55) tons, tons.............. $115.20 $102.72 $ 90.72 $ 76.80 $ 64.32 $ 50.88 
recovery, is the most important deter- - : 
a a eae st Profit on benzole per day...................... 92.64 80.16 68.16 54.24 41.76 28.32 
a & a ———5 ~— Revenue required for extra coke to 
Table No. 1 has been drawn up for give equal costs of gas production 
varying prices of coke for sale, assum- with and without benzole recovery. 22.56 22.56 22.56 22.56 22.56 22.56 
ing a fixed price for coal. 
Fig. 1 shows graphically the costs 
of gas manufacture for varying prices 
of coke when the net revenue for ben- 
zole, allowing all operating and cap- TABLE No. 3 
ital charges on benzole recovery plant, Paihia te be Reduction in 
is 16¢ per gallon. Graph 1 shows the Selling Price of credited to gas costs of gas 
higher costs without benzole recovery. Extra Coke Price in excess manufactured from —_— manufacture: 
Graph 2 shows the lower costs with per ton of $1.28 per ton benzole recovery ¢ per therm 
benzole recovery. $1.28 nil nil nil 
As the price of coke for sale falls, 2.00 $0.72 $12.64 0.084 
the financial advantages of benzole ne ao es 0.168 
recovery diminish until at a point cor- 3. (. 0.292 
; 4.16 2.88 50.54 0.336 
responding to coke at $1.28 per ton, 4.88 3 6) 63.18 0.420 
the two cost lines intersect. Below this 5.60 4.32 75.82 0.504 
coke price, benzole recovery becomes 6.32 5.04 88.45 0.588 
unprofitable. (See Table No. 2.) 
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Use of a Natural Gas-Air Mixture 
As a Substitute for Water Gas 


HE introduction of natural gas 

from the Buttes Field into the ierri- 
tory supplied from the Marysville 
carburetted water gas plant created an 
unusual change-over problem because 
the Buttes Field is but a short dis- 
tance from Marysville. When natural 
gas was admitted to the transmission 
line supplying Chico and Oroville, the 
manufactured gas supply was auto- 
matically cut off from them making it 
necessary to supply a portion of that 
system with a substitute gas while the 
remaining portion was being changed 
over by the adjusters. The number of 
customers on the transmission line en 
route to Oroville and Chico were sufh- 
ciently large to require three days’ 
work for the 99 adjusters then avail- 
able for this work. Because of the 
layout of the distribution systems, 
Chico was divided into three zones rep- 


By FRANK WILLS 
Pacific Gas and Electric Company“ 


resenting two and a half, two and four 
days’ work respectively. Oroville was 
divided into zones, two large and one 
small, requiring two and a half, two, 
and one-half days respectively. It was 
necessary to start on November 17 
this portion of the change-over which 
could not be completed before De- 
cember 7. It is obvious that at that 
time of the year and for a period in- 
cluding three Sundays and Thanks- 
giving Day, it was necessary to provide 
a reliable and reasonably good service 
for all appliances; cooking, water heat- 
ing, house heating, etc., in the sections 
cut off from manufactured gas supply 
and awaiting change-over. 

Butane air was first considered. It 
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FIG. 1. Tin meter set-up for mixing gases. 


was during the discussion of the feasi- 
bility of this scheme that J. H. Heller 
of the Gasair Corp. suggested the pos- 
sibility of mixing natural gas and air. 
Naturally, such a procedure would 
reduce cost of materials and eliminate 
storage. Preliminary tests were con- 
ducted from which it was finally decid- 
ed to adopt the natural gas-air mixture 
for this temporary service. 

The preliminary surveys and tests 
were conducted by M. A. Richford. 
Tests with various mixtures were made 
upon appliances on customers’ prem- 
ises. Groups of appliances were select- 
ed according to his judgment, having 
in mind the ones that would be most 
critical and possibly hazardous when 
using a substitute gas. It was necessary 
to make the preliminary tests, using 
Rio Vista gas containing 1040 B.t.u. 
per cu. ft., and having a specific grav- 
ity of .589, whereas the gas from the 
Buttes Field which was to be intro- 
duced contained 1015 B.t.u. per cu. ft. 
with a specific gravity of .56. 

Fig. 1 is a sketch showing the test 
hands and group of gears on two tin 
meters which were used to maintain the 
proper air-gas ratio for the mixtures. 
Tanks of compressed air and gas were 
transported to the premises by truck 
and a small trailer. 

During this preliminary survey it 
appeared that, because of the differ- 
ence in the type of adjustments in Chi- 
co and Oroville, approximately 700 
B.t.u. mixture should be supplied 
Chico and a 670 B.t.u. for Oroville. 
Furnaces and water heaters were re- 
garded as more critical than ranges 
because it was necessary to supply a 
mixture which would hold on the pilots 
and not smother in the combustion 
chambers. Range burners were more 
flexible from the standpoint of ac- 
ceptable heating value. Some furnace 
pilots having open tips were found. 
These tended to. blow off with the mix- 
ture and would have caused trouble 
with natural gas so, before the change- 
over, it was necessary to put on extra 
help to equip these pilots with lava 


*A report of the Special Problems sub- 
committee, Distribution Committee, Techni- 
cal Section, Pacific Coast Gas Association, to 
be presented for discussion before the Spring 
Technical Conference, Los Angeles, Calif., 
March 23 and 24, 1939. 
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FIG. 2. (Left): Mixing station at Chico holder station showing natural gas headers, mixing tubes, and mixture headers. FIG. 3. (Right): 
Front view of mixing station at Chico holder station. 


tips. It was also found that range top 
lighters would blow out with this mix- 
ture. However, no attempt was made to 
adjust or replace them until the final 
adjustment for natural gas, on the as- 
sumption that for the period the 
mixed gas was served no great incon- 
venience or hazard would occur if they 
were made inoperative. 


The apparatus for mixing natural 
gas and air was the venturi injector 
type. The calibration consisted of de- 
termining the necessary supply pres- 
sure, the size of orifice, and the air 
shutter adjustment for the pressure 
against which they were to operate. 
When possible the adjustment was 
made with the air shutter wide open. 
This calibration was done with Rio 
Vista gas since Buttes gas was not yet 
available. One set after Buttes gas be- 
came available was checked and show- 
ed about 10 B.t.u. lower mixture than 
when using the Rio Vista gas. How- 
ever, at a later date in actual operation 
all sets, when using Buttes gas, seemed 
to produce a mixture about 30 B.t.u. 
below that obtained with Rio Vista 
gas. However, no attempt was made to 
correct this. The appearance of the 
flame seemed to be quite satisfactory so 
the lower quality mixture in each case 
was served to the customers, there 
being no opportunity to make a quick 
change. Once started it was necessary 
to keep going. To have attempted re- 
setting would have required about 
eight hours in Chico alone, and all 
hands were busy with more important 
duties, such as purging, checking pres- 
sures, starting adjustment crews, and 
checking performance of critical ap- 
pliances. It was felt that it would be 
better to determine whether or not a 
change. should be made by the actual 
performance on the customers’ appli- 
ances as indicated by complaints and 
observation of the servicemen. The re- 
sults were so satisfactory that no 
change was made. In general, the flame 


FIG. 4. (At Right): Portable air 9) *gy 
compressors at Chico holder 
station. FIG. 5. (Below): High 
pressure automatic mixing sta- 
tion delivering mixture directly 
into the main at 3 and 4 lbs. 
pressure. 


was somewhat higher than with manu- 
factured gas, and in some instances the 
customers were advised to refrain from 
turning the burners on as far as they 


were accustomed with manufactured 
gas. Occasionally, a customer was 
found who thought the mixed gas was 
better than any gas they had ever had. 
The general attitude of the customers 
was very good which speaks well for 
the effectiveness of the advance pub- 
licity and the public relations in this 
territory as well. 

The number of mixing stations was 
determined by the least number of 
points at which the distribution systems 
could be fed by the transmission line. 
Five stations were installed, three of 
which were in Chico and two _ in 
Oroville. 

In each city the principal station was 
at the holder location where the mixing 
apparatus delivered the mixture into 
the water seal holders through connec- 
tions sufficiently large to insure a 


nearly uniform back pressure on the 
mixing tube at all rates of input, thus 
insuring a constant heating value. For 
the high pressure areas the gas was 
passed from the holder through com- 
pressors. Five portable air compres- 
sors were required at Chico and only 
one unit at Oroville where an elec- 
trical driven station machine was 
available. 

At the regulator pits where it was 
necessary to feed the distribution di- 
rect from the transmission line, smaller 
mixing stations were installed and the 
mixed gas discharged into the mains 
downstream with the regulator shut 
off; the gas for mixing being taken 
from upstream of the regulator. The 
discharge pressures from two such sta- 
tions were from 7 to 8 in. and from the 
third, 3 to 4 lbs. Inlet natural gas pres- 
sures for the low pressure and holder 
station mixers were about 10 lbs., the 
high pressure discharge station 21 lbs. 

Since it was desired to purge the 
manufactured gas from the transmis- 
sion line into the holders and not 
allow any natural gas to enter the dis- 
tribution mains unmixed, the purging 
operations were started at midnight 
and completed at 4:00 a. m. so that 
the line pressure could be built up for 
the operation of the mixers before the 
morning load. It was necessary to catch 
(Continued on Page 66) 


- eee " a 


30 


G AS - March 1939 


The Mass Market .... No. 2 


What Some Manufactured Gas Companies Are 


Doing to Promote Partial Water 


HIS second article* in this series 
base really suggested by a letter 
from Ernest R. Acker, president, 
Central Hudson Gas & Electric Corp., 
Poughkeepsie, N. Y. who wrote me in 


part: 


“Any progress that has been made 
in our territory in the past several 
years has been through the intensive 
development of the low-income market 
which has been, to a large extent, 
neglected by most companies. We find 
a large field for the sale of gas for 
kitchen heating which indirectly in- 
volves cooking as well, and we are par- 
ticularly hopeful that during the com- 
ing year our efforts will be even more 
productive than in the past. . . We 
cannot afford to neglect any sales op- 
portunity no matter how small it may 
seem. It is only in this way that we 
can meet the competition of other 
fuels and maintain the position of the 
manufactured gas industry under pres- 
ent conditions.” 


Other writers in this series will deal 
with other minor (as compared with 
major) load possibilities. This article 
discusses water heating in those low 
income groups, which were analyzed 
in the first article last month. The sum- 
marized conclusions were: 


1. The average family income precludes 
more than a monthly expenditure of $1.66 
for water heating. 


2. The average automatic gas water heater 
uses 20 therms monthly. (See 1938 A.G.A. 
rate committee report.) 


3. The average manufactured gas rate for 
water heating is 16.3¢ a therm. 


That is the condition. What’s the 
answer ? 


In the January issue of one of our 
electrical magazines there is announced 
a new electric water heater. “To rem- 
edy the urgent (the italics are mine) 
need for a small electric water heater,” 
reads the announcement, “the X.Y.Z. 
Company last month announced a new 
two - gallon, non - pressure, automatic 
electric water heater which can be 
mounted over the sink or washstand. 
Heating is accomplished by a 1150 
watt unit immersed in the water... . 
The new heater meets the needs of 


*The first article in this series dealing with 
the mass market was published in GAS, Feb- 
ruary, 1939, page 15. 


By STANLEY JENKS 
Editor, GAS 


small homes, cottages, tourist camps, 
filling stations, dental laboratories, 
beauty shops and rest rooms.” Can the 
sharp eyes of these electrical young- 
sters in the automatic water heater 
business, be seeing more than ours, 
which are far older? Gas water heater 
manufacturers tell me that there is 
little or no demand for such a type 
of water heater from gas companies. 
On the other hand, nobody with whom 
I have discussed it, has gainsaid that a 
gas equivalent would be perfectly feas- 
ible. It would have around three-gallon 
storage capacity, around 4000 to 5000 
B.t.u. input, be just as easy to install 
as its electric prototype and give 
faster and cheaper service even with 
gas at 16.3¢ a therm. Even if it only 
used one therm a month, it would pro- 
duce 10 per cent increase in the bills 
of those 60 per cent of our total do- 
mestic customers who use 10 therms a 
month or less. (See Table No. 1 in the 


Heating Load 


article, “The Mass Market—No. 1,” 


G AS, February, 1939, p. 16.) Such a - 


heater would not have to be vented, 
and it would show a remarkable ther- 
mal efficiency due to lack of pipe radia- 
tion loss and direct pilot application. 
Is such a unit possible? Of course! 
They have used them very successfully 
for years in Great Britain. Can we 
prove there is a market for them here? 
Not necessarily for a storage type sin- 
gle-point heater, but any kind of an 
automatic kitchen-sink heater. 

There are several manufactured gas 
companies in New England that have 
pioneered such an automatic water 
heater. The outstanding jobs to date 
have been done by the Blackstone Val- 
ley Gas and Electric Co., Pawtucket, 
R. I., and the Fall River Gas Works, 
Fall River, Mass. 

R. W. Washburn, manager, gas ap- 
pliance sales, American Bosch Corp., 
has described the situation that 
prompted his company to work out a 
kitchen-sink type water heater with the 
Fall River Gas Works. He says: “In a 
survey made under the direction of the 
Department of Commerce entitled 


Group of tenements in Fall River, Mass., in which continuous flow single-point auto- 
matic water heaters were installed. The heater also received wholesale acceptance 
in barber shops, beauty parlors, dentists’ offices, drug and delicatessen stores. 
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‘Markets for electrical and gas facili- 
ties in residences’ and which contains 
an analysis of real property in 64 
cities, it is shown that out of 2,633,135 
homes investigated, 657,921, or 25 per 
cent, were without any hot water pip- 
ing whatsoever, and in New England, 
where we investigated, 133,084, or 43.8 
per cent had cold water piping only. 
The fact was brought home very vividly 
when the Fall River Gas Co. there, ran 
a campaign on our No-Tank kitchen- 
sink heater. In that city there are 
23,000 gas meters, 70 per cent of 
which had no hot water piping. The 
Fall River Gas Works sold 2500 of 
these units. This indicates the tremen- 
dous demand there is in such homes for 
an unfailing supply of hot water which 
can be furnished economically.” 
And how do utilities which pro- 
moted the single-point unit feel about 
it’s load potentialities in the mass mar- 
ket? There is nobody better qualified 
to speak than W. E. McCreery, gen- 
eral sales manager, Blackstone Valley 
Gas and Electric Co. His company 
started its efforts in this field in 1935 
and sold better than 2200 such units in 
the first two years of promotion. Like 
gas sales managers generally, Mr. Mc- 
Creery was alert to the urgent need for 
water-heating load, but faced a too 
common general condition—the lower 
income bracket customer could not be 


1Epitor’s Note: The heater used is a con- 
tinuous flow type, with an A.G.A. laboratory 
rated input of 33,000 B.t.u. giving it an 
A.G.A. recovery capacity of 0.77 gals. per 
minute. 


Single-point automatic gas water heater 

installed in a Fall River, Mass., drug 

store. Over 2,300 such heaters were 

added to the Fall River Gas Works sys- 

tem during the first two years they 
were promoted. 


budged. We'll let 
Mr. McCreery speak 
for himself: 

“Prior to the de- 
pression,” said Mr. 
McCreery, “most of 
our load-building 


work on water heat- 


One of a series of news- 
paper advertisements 
used by the Central 
Hudson Gas & Electric 
Corp. to popularize the 
further use of gas in 
the low income home. 
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TWO NICKELS A DAY 


THREE NICKELS A DAY 


of the higher income 

class, but today as 

as we all well know, things are differ- 
ent. We must not only continue to sell 
these people of higher income, but we 
must double our efforts on those who 
are now beginning to feel some relief 
from the burden of depression. In 
other words, that undeveloped class 
‘the families who live down by the rail- 
road tracks,’ and if we are not prompt 
about it—our old enemy No. 1 Com- 
petition—will get there before we do. 

“Tn the territory served by the Black- 
stone Valley Gas and EJectric Co. em- 
bracing the Rhode Island mill cities of 
Pawtucket, Central Falls and Woon- 
socket, we serve a total of 33,000 do- 
mestic gas customers. Of this total, 
19,000 or 58 per cent at the present 
time are still using the old traditional 
tea-kettle method for the heating of 
water. They are forced to continue this 
old method because of two general rea- 
sons: (1) these 19,000 homes have 
only a cold water line available, (2) 
they have not been educated to the 
economy and convenience of automatic 
hot water service. 

“Public announcement of this new 
kitchen-sink type of automatic hot 
water service was made in May, 1935. 
Customer response was immediate and 
in such volume that we ran far behind 
in installations. Results far exceeded 
our expectations. Our short experience 
had definitely proved that the so-called 
low use, or tea-kettle customer, wanted 
automatic hot water service provided 
the cost of the appliance and the cost 
of operation was not too great. The 
faucet or sink heater idea appealed to 


him and was fitted to his pocketbook. 

“But, the all-important question is: 
“What has the installation of these sink 
water heaters done to the problem of 
adding substantially to our water 
heater load?’ I would like first of all 
to list some of the direct benefits de- 
rived from this heater alone, and then 
mention the indirect, or what we con- 
sider the most important benefit of 
this promotion: 


“1. In a recent consumption study 
we find that the sink water heater 
shows an increment or increased use, 
after allowing for replacement of tea- 
kettles and other vessels, of about 1.06 
therms monthly per customer. This 
figure is small but the volume of heat- 
ers out makes the total consumption 
from this new service a rather attrac- 
tive one. 


“2. Like many other companies, we 
have a sizeable number of low use 
customers who, as winter approaches, 
discontinue their gas service until the 
spring season. We were pleased to 
find that the installation of a sink 
water heater discouraged this practice 
in a good number of cases, so that we 
receive the benefit of year round serv- 
ice from these customers. 


“3. High bill complaints have been 
practically zero. This is quite different 
from our experience in years prior to 
our educational program on hot water 
service. 


“4. Some customers are so satisfied 
that they have requested a second or 
third heater in other parts of the 
house. We are not meeting these re- 
quests however due to our desire to 
limit this type of service and also be- 
cause of city regulations. 


(Continued on Page 68) 
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Gas Heating Turns Toward 
The New Home Market 


INCE, at the present, there are com- 
panies securing 50 percent or more 
of newly constructed homes to gas 
heating, there must be something to the 
economics of the subject. Each com- 
pany should decide whether or not it 
wants gas heating and if it does, then 
go after it. Some of the companies 
who have so decided are the following: 
Washington, Minneapolis, Detroit, Chi- 
cago and Public Service of New Jersey. 
The strongest favorable argument is 
that gas house heating in new homes 
definitely saves the cooking, water heat- 
ing, and refrigeration load. 

The following points outline the pro- 
gram which the Westchester Lighting 
Co. has successfully used over three 
and a half years: 

If 50 new houses a year can be se- 
cured in any territory, there is suffi- 
cient reason to warrant a special man 
covering the work. Architects, builders 
and realtors should be contacted peri- 
odically by the special representatives. 
It is physically impossible to secure 
sufficient coverage with the regular 
selling force. 


Look to the Architects 


The most missionary work should be 
spent on the architects. They are the 
most influential in the sale of gas house 
heating equipment. They can either 
“make” or “break” a sale. The archi- 
tect in the main is retained for good 
judgment, ability to make a pleasant 
looking house, and act as a consultant 
in the building of same. He, like 
everybody else, sticks to tried products. 
If he has built several houses and used 
oil therein, he naturally knows the op- 
erating results and will stick to oil in 
any future specifications. These men 
are ethical, like doctors, and they don’t 
like people, especially gas men, jump- 
over their heads and running to the 
owners direct. It may be necessary to 
lose some sales to these architects in 
order to gain their confidence in gas 
fuel. Give the true facts, and sell the 
job clean. There will be ample oppor- 
tunity to offer other services, such as 
kitchen planning, and lighting, in or- 
der to get in the good graces of the 
architects. These points are elemental 
but are important facts to be consid- 
ered if a successful campaign on new 
homes is planned. In many cases some 
of these points are often neglected. An- 
other very effective entry to the archi- 
tects and builders is in presenting them 


@ HERBERT G. SCHAUL. Westchester 
Lighting Co., Mount Vernon, N. Y., in a 
paper, “Progress in Gas House Heating.” 
presented before the convention of the 
New England Gas Association, A.G.A., 
at the Hotel Statler, Boston, Mass., Feb- 
ruary 16, 1939.—({Abstract by GAS.) 


with an “Architects and Builders File,” 
wherein prices and classes of gas equip- 
ment are constantly kept up to the min- 
ute, and afford the architect sufficient 
information for him to properly quote 
on the equipment. 

Advertising cooperation for large 
developers is helpful. In order to se- 
cure proper coverage in the building 
field, large reliable developers should 
be encouraged. The gas companies can 
cooperate with these builders in giving 
them advertising space in the daily pa- 
pers. It gains the confidence of the 
developer, that someone else besides 
himself is willing to shoulder some of 
the selling expense. The advertising 
expense is, and should be, a large item 
in the advertising budget. It creates 
the interest of other builders to take on 
the gas load in order to gain advertis- 
ing cooperation. 

In some localities model houses have 
been overdone, but certainly the worth- 
while projects should be encouraged to 
use gas for all four uses if possible. It 
may even mean a small contribution 
on the gas company’s part to encour- 
age this cooperation, but again the ex- 
pense is infinitesimal for the value 
secured. 

Lawn signs afford any gas company 
wherein gas is used for house heating 
at least three months of excellent ad- 
vertising at low cost. This is an old 
idea but has plenty of merit and has 
been used effectively throughout the 
country. 


A Helpful Group 


Real estate operators are one group 
of men who can be of assistance in the 
reclaiming of old property and rentals 
of same. If they can be convinced that 
the gas industry has a worthwhile proj- 
ect in gas house heating, a long for- 
ward step will have been taken. 

Thee is a definite trend today, 
throughout the country, in the building 
of small homes that range anywhere 
between $3,000 to $6.000. These small 
homes are a “natural” for gas heat. In 
many instances, warm air furnaces with 


G AS - March 1939 


blower are utilized for the heating of 
these buildings. Since the homes are 
small and compact, and thoroughly in- 
sulated, they present a small operating 
cost on gas. The majority of them are 
built without basements, and therefore 
a utility room in the center of the 
house is used for the heating equip- 
ment, and the quietness of gas is desir- 
able. The gas companies not concen- 
trating on these houses are certainly 
missing a bet. 

Regarding the future of gas house 
heating in 1939, Bernard L. Johnson, 
editor of American Builder, forecasts 
a constructive program approaching 
the 1929 level of 500,000 non-farm 
residential units, public and private. 
Prophesying the best year for contrac- 
tors and operative builders in a dec- 
ade, he foresees a 25 to 35 percent 
increase in private residential building. 
Moreover, he points out, the United 
States Housing Authority’s huge pro- 
gram of 50,000 to 75,000 units will get 
under way. Last year has seen some 
325,000 to 350,000 family units built, 
it is estimated. How much of this load 
will you get? 

7 e 


Dr. Lloyd Logan, Syracuse 
Engineer and Teacher, Dies 
Dr. Lloyd Logan, head of the chemical 


engineering department of the College of 
Applied Science, Syracuse University, died 
December 29 at the age of 47. Earlier in his 
career, Mr. Logan had been in charge of gas 
engineering and research projects for Kop- 
pers Co., Pittsburgh, builders of by-product 
coke and gas plants. He invented several 
improvements for gas purification and chem- 
ical control devices. Before joining the staff 
at Syracuse University in 1937, Dr. Logan 
was a member of the engineering faculty at 
Johns Hopkins University, where he was the 
first to receive a Doctor’s degree in gas engi- 
neering. 
= ss 


Indiana Gas Association 
Meeting Scheduled for May 


The annual meeting of the Indiana Gas 
Association will be held in Fort Wayne, 
Ind., May 8 and 9. Members of the program 
committee are: C. V. Sorenson, chairman, 
Midland Subsidiary Corp., Chicago; H. G. 
Horstman, Public Service Co. of Indiana, 
Indianapolis; C. M. Cullison, Central In- 
diana Gas Co., Muncie, Ind. These men 
represent the commercial, technical, and 
accounting sections of the Association. 


Consumers Power To Expand 


D. E. Karn, vice-president and general 
manager of Consumers Power Co., Jackson, 
Mich., has announced that a $16,000,000 
construction and expansion program would 
be carried out in 1939. Approximately 
$1,000,000 of the total amount would be used 
for extension and improvement of gas dis- 
tribution in the Michigan territory. 


G AS - March 1939 


HERE are some fundamental differ- 

ences between the service and home 
service departments which need to be 
considered in the coordination pro- 
gram. The home service division is 
usually an adjunct of the sales depart- 
ment and, while its people do not ordi- 
narily engage in direct selling, their 
activities are supposed to be largely 
promotional. They solicit customer at- 
tendance at departmental demonstra- 
tions where they may not only create a 
desire for modern appliances, but also 
assist in load-building by suggesting in 
an appealing fashion the additional 
possibilities of present equipment. 
Their home calls when made either for 
follow-up on new appliance sales or as 
canvass calls are also primarily aimed 
at load-building. Their departmental 
headquarters are usually very attrac- 
tive, designed to show domestic gas- 
burning equipment in the most appeal- 
ing surroundings. 


Departmental Differences 


The service department is engaged 
principally in the installation and 
maintenance of appliances upon the 
request of either the customer or an- 
other department of the company. 
While much of this work might prop- 
erly be classed as load-building, or at 
least load-maintaining, the average ser- 
vice man is not always conscious of 
that fact. He is usually inclined to be 
pretty much of a realist, and unless his 
thinking is given some guidance, is lia- 
ble to make some cock-eyed deductions 
when he compares the apparent splen- 
dor of the home service department 
with the plainness of his work-a-day 
surroundings. He drives a_ pick-up 
truck, while the girls run around town 
in shiny coupes. He may have to argue 
for a new set of wrench jaws, while the 
home service department seems to get 
an unending supply of the makings for 
chicken a la king or angel food cake. 
The very fact that he is inclined to take 
this attitude makes him extremely vul- 
nerable to some forms of properly ap- 
plied cooperative technique. 

It is not easy to say how the service 
man may best improve his standing 
with the home service girls except by 
doing his work extremely well. It is 
known from observation that his re- 
serve can be and has been broken down 
by the judicious application of an oc- 
casional piece of the above mentioned 
angel food cake and that he rates as 
“regular” the girls who are willing to 
discuss customer service problems with 
him frankly, without an appearance of 
condescension. 

In the company it is felt that the 
home service girls and the service men 
must have identical attitudes toward 
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The Coordination of Service 


@ GEORGE E. LUDWIG, superintendent 
of service, Michigan Consolidated Gas Co., 
Grand Rapids, Mich., in a paper, “The 
Service Department and Home Service,” 
presented before the Mid-West Regional 
Gas Sales Conference, Stevens Hotel, Chi- 
cago, Ill., February 9, 10, and 11, 1939.— 
(Abstract by GAS.) 


those problems which involve both de- 
partments. We have arrived at an un- 
derstanding on all present technique 
and we tackle each new situation to- 
gether with the attitude that the job is 
not complete until a mutually satisfac- 
tory procedure has been established. 
We conduct an annual service men’s 
school which is fairly technical and at 
which all new models of the appli- 
ances merchandised by the company 
are very thoroughly examined. During 
this schooling all sorts of thermostats 
are dissected, and tests are run on 
burner ratings, oven and broiler heat 
distribution, effectiveness of insulation, 
speed of ovens and a myriad other 
items which might be considered of lit- 
tle interest to the home service depart- 
ment. 


However, each of these schools is at- 
tended by the home service girls. They 
are there, not to learn how to perform 
major maintenance jobs, but to get the 
service man’s slant and to arrive at an 
understanding of his problems. After 
the first such school held by our com- 
pany, the service request orders writ- 
ten by the home service department 
showed a decided improvement, just 
because the various service operations 
were no longer vague and mysterious. 


Cooking School for Men 


We also have a cooking and baking 
school for service men conducted by 
the home service department. This 
course of instruction is not intended to 
make finished cooks out of service men 
any more than the service men’s school 
is intended to make mechanics out of 
home service girls, but through such 
training the men learn the importance 
of correct appliance installation and 
adjustment as related to appliance per- 
formance in a very effective manner. 
They see, for instance, the result of 
vigorous boiling caused by high sim- 
mer flame adjustments and the baking 
failures caused by “leaning” ovens and 
high by-pass flames. Gradually they 
become more and more performance 


and Home Service Activities 


conscious in their every-day work and 
a decided improvement in appliance 
performance is noted. They learn that 
customer satisfaction means the same 
thing in home service language as it 
means in theirs, and that they can be 
materially assisted by home service in 
the correction of some types of com- 
plaints. For instance, in the handling 
of a complaint on oven performance. 
the service man can properly adjust 
the burner and heat control, level the 
range and check the heat flues, leaving 
the customer with the assurance that 
now she has a perfect appliance. If he 
has faith in his company’s home ser- 
vice department, he can and will sug- 
gest a demonstration baking by that 
department which will restore the cus- 
tomer’s confidence in her gas range. 


It Works Both Ways 


Naturally, both departments must 
have faith in each other. If service men 
are habitually careless in installing 
and adjusting appliances, the home 
service girls begin to suspect» every 
appliance they handle. One instance 
is recorded in which the service ad- 
justment of oven heat controls was 
so often found incorrect that the home 
service department forced legislation 
which forbade service men to make any 
heat control adjustment. Obviously 
this was the wrong way to correct a 
situation which could have been han- 
dled by instruction if there had been 
proper departmental liaison. The wom- 
en had neither the necessary tools nor 
physical strength to correct certain 
types of controls. This usually made it 
necessary for a service man to accom- 
pany her and do the. work under her 
direction, to the great amusement of 
the customer. 


In conclusion it is urged that other 
company executives and employes get 
acquainted with the company’s service 
crew, if this has not already been done. 
If service men seem to be crabbed old 
so-and-so’s who have no proper sense 
of another’s value to the organization 
or of what is considered proper cus- 
tomer contact, then closer association 
can be definitely valuable because it 
can teach them many things. In return 
it will probably be discovered that 
these service men do know a few things 
which can be used in another’s daily 
work and that they will be flattered 
when asked for information. 
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“MAN THE SALES” 
CAMPAIGN 1939 : 
REFRIGERATION 

COMMITTEE | 


R. J. Rutherford, V. P., Chair- 


man, Worcester Gas Light 
Co., Worcester, Mass. 


H. R. Sterrett, Pres., Consulting J. W. Lea, Atlanta Gas Light Co., 
Chairman, New Haven Gas Light Atlanta, Ga. 
Company, New Haven, Conn. 

O.J. Haagen, App. Sales Manager, 

The Ohio 


H. D. Valentine, The Peoples Gas 
uel Gas Co., Colum- 
bus, Ohio. 


Light & Coke Company, Chi- 
cago, II. 


E. J. Boyer, Sales Manager, Min- 

E. E. Linburg, Mer. of Gas Div., neapolis Gas Light Company, 

Metropolitan Edison Company, Minneapolis, Minn. 
Easton, Pa. 


A. J. Maloney, Retail Sales Man- 
B. T. Franck, Gen. Sales Manager, ager, Washington Gas Light Co.. 
Michigan Consolidated Gas Co., Washington, D. C. 
3 ‘ ; 
Genee Aagees, Sem. : E. G. Peabody, Citizens Gas & 
J. A. Sackett, — ry “os —— Coke Utility, Indianapolis, Ind. 
aks Ge ting Co., Brooklyn, F. E. Sellman, Treas.; A.G.A.E.M., 
; : New York, N. Y. 
H. C. Porter, New Business Mear., 
Kansas City Gas Company, Kan- 


H. S. Boyle, Sales Promotion Man- 
sas City, Mo. ager, Servel, Inc., Evansville, Ind. 
George Stang, Sales Manager, W. M. Jacobs, Gen. Supt. of Sales, 

Brooklyn Borough Gas Com- Southern California Gas Co., Los 
pany, Brooklyn, N. Y Angeles, Cal. 


J. W. West, Secretary, A.G.A., New York, N. Y. 


Special Committee on Award Presentations 

A. E, Lee, Asst. to V. P., Servel, Inc., Evansville, Ind. 

B.O. Brown, Regional Sales Manager, Servel, Inc., New York, N. Y. 
C. A. Miller, Regional Sales Manager, Servel, Inc., Oakland, Cal. 


APRIL 


°° MAY - JUNE 


SPONSORED BY THE REFRIGERATION COMMITTEE OF THE 
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The A. G. A. Refrigeration Committee 
announces another great campaign 


on Gas Refrigeration to help you 
build more sales in 1939 


IGN YOUR SHIP’S PAPERS now for the greatest April- 
May-June Campaign ever sponsored by the A.G.A. 
and A.G.A.E.M. 


Man the sales and weigh anchor—for your destina- 


tion’s the fa:test Servel Electrolux profits you’ve ever 
made...and keep a weather eye out for a whale of a 
grand award you can help your company win, plus hun- 
dreds of others for both companies and men! 

Your refrigeration committee is backing you... you're 
bound to make more gas refrigeration sales... bound 
to increase your gas load for years to come. 

Competition for gas companies will take place in 
six divisions—calculated to broaden interest, widen 
opportunities and make the contest equitable to all 
participants. 

So call all hands on deck! Overhaul your sales plans, 
set your course—then, steady as she goes! 


WEIGH ANCHOR 
Today! 


1. Register immediately . . . before the 
day is over. Fill out and mail the registra- 
tion blank (if you haven’t received forms, 
write R. J. Rutherford, Chairman, Refrig- 
eration Committee, American Gas Associ- 
ation, 420 Lexington Ave., New York, 
N.Y.). 


2. Use the poster that has been pre- 
pared to tell your men about the “Man the 
Sales’’ campaign and awards. 


3. Get your preliminary sales meeting 
under way without delay. 


4. Exhibit the 1939 Servel Electrolux 
models to their best advantage in your 
windows and on your sales floor. 


5. Tie in with the Servel Electrolux 
advertising and sales promotion program. 
Write the manufacturer for additional 
selling helps. 

6. Help the Committee keep your 


records up to the minute by sending in 
monthly reports with all possible speed. 


Nt The Salta/ cameaion 


A. G. A. AND A. G. A. E. M. 
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Officers and Directors of the New England Gas Association. (Back row, left to right): 
C. W. Stiles, Portland, Maine: H. B. Noyes, Manchester, N. H.: E. M. Farnsworth, Bos- 
ton, Mass.; H. R. Sterrett, New Haven, Conn.; N. B. Bertolette, Hartford, Conn.; W. C. 
Bell, Boston, Mass. (Middle row, left to right): Clark Belden, Executive Secretary 
N.E.G.A.; F. D. Cadwallader, Boston, Mass.; R. L. Fletcher, Providence, Rhode Island; 
Cc. C. Ogren, Boston, Mass.; J. L. Johnson, Providence, Rhode Island; D. H. Levan. 
Lowell, Mass.:; F. M. Goodwin, Boston, Mass.; G. D. Yeaton, Boston, Mass. (Bottom 
row, left to right): A. C. Kenney, Assistant Secretary, N.E.G.A.; President R. J. Ruther- 
ford, Worcester, Mass.; G. S$. Hawley, Bridgeport, Conn.; J. A. Weiser, Newport, Rhode 
Island; C. G. Young, Springfield, Mass. 


New England Group Holds 


13th. Annual Conference 


J. RUTHERFORD, vice presi- 
s dent, Worcester Gas Light Co., 
and chairman of the A.G.A. refrigera- 
tion committee, was elected president 
of the New England Gas Association 
at its 13th Annual Business Conference 
held at the Hotel Statler, Boston, Feb- 
ruary 16 and 17. According to Clark 
Belden, executive secretary, there were 
487 registrations, topping all previous 
attendances since 1930. Other officers 
and directors elected were: first vice- 
president, J. A. Weiser, The Newport 
Gas Light Co.; second vice-president, 
C. G. Young, Springfield Gas Light 
Co.; treasurer, F. D. Cadwallader, Bos- 
ton Consolidated Gas Co. 

The following men, as next year’s 
Division Chairmen, are Association di- 
rectors, having just been elected by the 
members of their respective Divisions: 
Accounting, H. W. Greenhalgh, New 
England Power Association, Boston; 
Industrial, C. C. Ogren, Eastern Appli- 
ance Co., Boston; Manufacturers, G. D. 
Yeaton, Detroit-Michigan Stove Co.., 
Boston; Operating, L. E. Knowlton, 
Providence Gas Co.; Sales, J. L. John- 
son, Providence Gas Co. 

President George S. Hawley, presi- 


dent, the Bridgeport Gas Light Co., in 
his presidential address stressed the 
excellent work done by the N.E.G.A. 
in all phases of the industry, suggesting 
the time was proper to stop asking 
“What is wrong with the gas indus- 
try?” and start asking what is right 
with it, because it is most essential, 
useful and beneficial. 

Alexander Forward, managing direc- 
tor A.G.A., did some crystal-gazing in 
his address, “A Look Ahead.” He pre- 
dicted lower gas generating costs due 
to greater coal carbonization, and told 
of the encouraging results for gas load 
in new home construction last year. 
“Of the 24,441 new homes so far re- 
ported, 84.7 per cent put in gas for 
cooking, 10.0 per cent for refrigera- 
tion, 54.4 per cent automatic water 
heating and 29.1 per cent for gas heat- 
ing.” 

Conrad N. Lauer, president A.G.A., 
congratulated the N.E.G.A. on its prog- 
ress and the fine service it performed 
during the floods last year. He pointed 
to the industrial value of the gas in- 
dustry, whose 136,000 employes had 
suffered hardly any unemployment, 
and whose average wage for a 40-hour 
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By STANLEY JENKS 
Editor, GAS 


week today was as high as it was for a 
48-hour week in 1929. The capital in- 
vestment per employe in the industry 
is $37,000. 

Frank H. Adams, vice president, 
A.G.A.E.M., speaking on behalf of the 
manufacturers, told of the $1,000,000 
spent annually for research by them, 
and indicated some of the problems 
that arise due to the diversity of gas 
served nationally. 

Clark Belden, executive secretary, in 
his annual report reviewed the activi- 
ties of the Association, thanked the ofh- 
cers, directors, committee chairmen and 
members for their active co-operation, 
which produced a year of constructive 
achievement and laid the foundations 
for further progress. 

Professor Ralph G. Wells, Boston 
University College of Business Admin- 
istration, presented the prizes to the 
essay winners in connection with the 
employes’ training course. He also 
spoke on “Employe Training—A Con- 
tinued Activity.” 

Charles G. Young, manager, Spring- 
field Gas Light Co., presented awards 
to the winners for the best papers given 
at divisional meetings during the year. 
Mr. Young also awarded the prizes for 
sales contests. 

A paper, “Progress in Gas House 
Heating,” by Herbert G. Schaul, chair- 
man, A.G.A. househeating and air-con- 
ditioning committee, in the absence of 
Mr. Schaul, was read by E. H. Eacker, 
Boston. (See page 32.) 

Another absentee through sickness 
was Frank H. Trembly, chairman, 
A.G.A. industrial section. His paper, 
“Industrial and Commercial Sales—An 
Asset and a Chailenge,” was read by 
Gene Milener, A.G.A. Mr. Trembly set 
a worthwhile goal of 50 per cent of 
total revenue as a desirable and pos- 
sible aim for non-residential gas sales. 

A. M. Beebee, Rochester Gas & Elec- 
tric Corp., and winner of the Beale 
award, in his paper, “Let Us Look at 
the Record,” took a good look at the 
assets and liabilities of the manufac- 
tured gas business, and concluded that 
the industry had a surplus if properly 
exploited. He compared the modern 
C. P. gas range advantageously with 
the electric range especially for even 
oven-heating. (G AS will print this 
paper in an early issue.) 

Andrew W. Johnston, the Hartford 
Gas Co., in his paper, “Trends in Ser- 
vice Practice,” pointed out the need for 
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| The famous Wedgewood Closed- 
Top now used for over a 


decade, is but one of the 
outstanding 


Wedgewood 
features 


a 


LATEST MODERN 
FEATURES 


e SUPER-SPEED 
GIANT BURNER 


* SPEED-PLUS-SIMMER 
BURNER 


e HIGH-SPEED LOW- 
TEMPERATURE OVEN 


eG 2 LOD LAS CREEL AD SD ; 


e IMPROVED ASTOGRIL 
BROILER 


The buying public has =, ayy pupners 
learned that the ONE SELF-LIGHTING 
WAY to get the FINEST 
: : e BUILT-IN GAS 
in Gas Cooking is to buy CIRCULATING 
a Wedgewood. HEATER 


... CERTIFIED CWE D GE ; O O 
PERFORMANCE 


JAMES GRAHAM MANUFACTURING COMPANY 
SAN FRANCISCO @ LOS ANGELES @ NEWARK @ PORTLAND, OREGON 


OVER A MILLION SATISFIED USERS 


Pe a 
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accurate service cost records, segregat- 
ing parts replacements. The Hartford 
Gas Co. annual service costs are 2.3 
cents per Mc.f. sold, 80 cents per 
meter and the average service call 
cost was $1.39. He recommended a 
continuation of free service, but sug- 
gested that guaranteed periods and ex- 
tended time payment plans merited 
study in reducing service costs. 


Harold L. Dalbeck, New England 
Gas & Electric Association, spoke on 
‘The Relation of Promotion Expenses 
to Results,” presenting the accountant’s 
viewpoint of a way to attain more ac- 
curate cost accounting for merchandis- 
ing, jobbing, new business, load-retain- 
ing and miscellaneous, 


Controlling Inventories 
R. J. Daniels, New England Power 


Service Co.,in his paper, “Economics in 
Utility Storekeeping Through Inven- 
tory Control,” described the committee 
method of controlling inventories 
through a system of grading stores ac- 
cording to standard classifications by 
the committee. Mr. Daniels claimed 
that economies in inventories and 
greater stock turnovers would result. 

The energetic and forthright chair- 
man of the A.G.A. Gas Range Commit- 
tee, Frank M. Houston, Rochester Gas 
& Electric Corp., in his address, “Gad- 
gets, Women and Ranges,” pulled no 
punches in his advocacy of the C. P. 
range, showing that the gadgets of to- 
day have always been the necessities of 
tomorrow and that the C, P. range criti- 
cized by some for its gadgets, espe- 
cially the automatic oven lighter, has 
more than lived up to its promised per- 
formance in several hundred installa- 
tions in Rochester since last August, 
when the first C. P. insta.lation was 
made. 


“A New Approach to Gas Water 
Heating Sales” was discussed in detail 
by Roy E. Wright, New England Gas 
& Electric Association. With charts Mr. 
Wright showed that rates alone were 
not the answer to results obtained in 
New England and that the water heat- 
ing load was attainable by those who 
studied their market, went after the 
business aggressively and with ade- 
quate man power. Mr. Wright an- 
nounced that his companies are going 
back to special water heating salesmen 
March 1 and plan to double their gen- 


eral sales force. 


The address of John J: Quinn, Bos- 
ton Consolidated Gas Co., entitled “Gas 
Kitchen Heating, Our Younger Child,” 
was a report for the kitchen heating 
committee of N.E.G.A. tracing the 
growth of this important load-building 
activity through its five-year history. 


Ten manufacturers are now building 
kitchen heating ranges, some of them 
with C. P. standards. The next step is 
a three-purpose range to meet competi- 
tive conditions. 

Elmer E. Linburg, Metropolitan Edi- 
son Co., Easton, Pa., in his paper, “Are 
Gas Company Selling Plans Adequate 
for Domestic Load Building?,” showed 
that man power is the biggest sales fac- 
tor in increasing load and proved his 
case with results. Mr. Linburg gave 
the results of an appraisal of home ser- 
vice in its effects on load retention and 
addition. The cost of load gained 
through home service calls in his com- 
pany will show between 75 cents to 
80 cents per dollar of gross revenue 
added over a year’s activity. 

R. L. Towne, The Surface Combus- 
tion Corp., in his inspirational address, 
“You Be the Judge,” analyzed the 
salesman’s problems and offered him 
a practical solution. 

R. J. Rutherford, Worcester Gas 
Light Co. ,and chairman of the A.G.A. 
refrigeration committee, in describing 
the valuable load characteristics of re- 
frigeration, outlined the 1939 “Man 
the Sales” national contest. He used 
the automobile industry to illustrate a 
method of using “trade-ins” to build 
the gas refrigeration load in a wider 
market. | 
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Leon J. Willien, Public Utility En- 
gineering Service Corp., Chicago, 
speaking on “Progress in Reducing Gas 
Production Cost,” told of the success- 
ful use of heavy oil as a generator fuel 
in some instances, advocated a system 
of production research similar to the 
British, and from such research felt 
that lower production costs would be 
inevitable. 


Other speakers were Howard W. 
Dunbar, vice-president, Norton Co., 
Worcester, “Industrial Developments 
and Progress” (Mr. Dunbar is definite- 
ly not a New Dealer) ; and Dr. Claude 
Robinson, president Opinion, Inc., 
“Public Opinion—What About It?” 
Dr. Robinson described how Gallup 
in Fortune surveys scientifically and 
accurately gaged public opinion and 
suggested that industry today could 
well afford to sample public opinion 
expertly to formulate its own public 
relations policy. 

The Home Service luncheon was well 
attended. The speakers were Ada Bes- 
sie Swann, Woman’s Home Compan- 
ion; Jessie McQueen, A.G.A.; Lyda 
Flanders, Worcester Gas Light Co.; 
and Gladys Cook, New Britain Gas 
Light Co. 

The annual dinner and dance 
brought out the usual big crowd. 


Is the Industry “Declining ? 


(Continued from Page 22) 


ferent types of communities, showed 
that the average distribution system 
had sufficient spa~e capacity to serve 
20 per cent saturation of house heat- 
inz with but few changes. 

The statement frequently made that 
manufactured gas cannot compete with 
electricity as a source of energy, must 
refer to power and not heat energy. 
From a heat standpoint gas has many 
advantages in the major domestic oper- 
ations and in many commercial and 
industrial. Because of storage. flexible 
distribution systems, and low cost peak 
load generating capacity, there is a 
large available house heating market 
at rates which are profitable. 

Shorter hours, higher wages, in- 
creased taxes, increased fuel prices, are 
not peculiar to the gas industry, but af- 
fect all competing industries, especially 
the electric industry. In the case of the 
manufactured gas industry they may 
be partly offset by higher residual and 
by-product prices. The answer to in- 
creased costs in any industry is im- 
provement in plant and _ methods, 
brought about by research and increas- 


ing business. The gas industry is in a 
better position to accomplish these re- 
sults than most industries. 

Of course, it is difficult to predict the 
future of any industry, for so much 
depends upon the ability and energy 
of the leaders in the industry, but gas 
as a fuel has so many basic advantages, 
social as well as economic, that, given 
its share of able leadership, the in- 
dustry’s future is assured. I hardly 
need to add that all business today is 
facing difficult problems. 


Changeover In Ohio Towns 
Scheduled for August 1 


Changeover from manufactured to natural 
gas service in seven northwestern Ohio 
towns is expected to be completed by Aug- 
ust 1, it was announced by officials of the 
Ohio Gas Light and Coke Co. at Bryan, 
Ohio. The seven towns, Bryan, Stryker, 
Edgerton, Wauseon, Archbold, Montpelier, 
and Napoleon, will be furnished gas from 
the Texas-Detroit pipe line. The Ohio com- 
pany is now making a survey to determine 
what changeover adjustment on household 
appliances is necessary. 
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Lay 


AT LAST! A gas-fired furnace that 
offers ALL the features of winter air 
conditioning — plus ZONED CONTROL. 


Warmth which has been filtered . . . warmth with controlled 
humidity ...warmth which is forced to circulate into every cor- 
ner of the home.,.equipment which, in summer, fills a house 
with cooling ventilation! No wonder consumers are show- 
ing such rapidly growing interest in winter air conditioning! 


Now, in the New Payne Zoneair, consumers find all the fea- 
tures of true winter air conditioning developed to the nth 
degree . . . plus a furnace adaptable to the most modern 
requisites of zoned heating. For, if desired, the compact 
Zoneair may be set up in batteries of two or more, each fur- 
nace operating independently and furnishing healthful, cir- 
culating, filtered heat to separate suites or rooms at the exact 
temperature desired. 

Here then is every conceivable function of a modern gas-fired 
furnace incorporated in one unit... the New Payne Zoneair. 
Not a single chance for improvement and refinement has been 
overlooked by the Payne Engineering Department. And it is 
just such accomplishments which make for the continued and 
ever-increasing use of gas-fired heating appliances. 


Write today for complete information about 
the New Payne Zoneair. 


FURNACE & SUPPLY CO., INC. 


BEVERLY HILLS @ CALIFORNIA 


Streamlined casing finished in 
sapphire blue and black krinkle 
enamel. ALL-welded heating ele- 
ment.. Built-in draft diverter. . 
Exclusive Payne Time - o - matic 
blower control. More efficient 
blower operation. Greater filter 
area. Accessibility of all parts. 
Simple installation. Available in 
six sizes . . (60,000 to 200,000 
B.T.U. input rating). 


F. X. METTENET, 
vice-president, 
Peoples Gas 
Light and Coke 
Co., talks matters 
over with DR. 
GLENN FRANK. 
nationally known 
educator and fea- 
tured speaker at 
the conference. 


L. W. JOHNSON, Peoples Gas Light and Coke 
Co. and chairman of the conference, intro- 
duces Speaker CARL H. CUMMINGS, Indus- 
trial Appliance Co. of New England, Boston. 


HIS year’s Mid-West Gas Sales 

Conference held at Hotel Stevens, 
Chicago, February 9, 10, 11, goes down 
in the records as being one of the best 
all-around conferences ever held by the 
group. Certainly, there was more down- 
right interest on the part of everyone 
in what took place on the program, for 
at one time a count of the audience 
revealed that of 842 chairs in the 
auditorium all but 48 were filled. The 
total registration was better than 600, 
representing a 20 per cent increase 
over last year. 

Credit for this noteworthy produc- 
tion goes in the first instance to L. W. 
Johnson, general chairman, followed 
by F. X. Mettenet, H. D. Valentine, 
Harry Swenson, Charlie Luther, B. T. 
Franck, E. R. Felber, E. G. Peabody 
and Lucile M. Hall. In passing these 
flowers we are not forgetting all of 
the speakers—also the organ player. 
Yes—there was organ music and this 
added greatly to the fan-fare and gen- 
eral entertainment. 

The program was strong in outside- 
the-industry speakers. The first of these 
was Doctor Glenn Frank, nationally 
known educator, lecturer, writer, etc. 


The title of his talk was “The Topic 


F. M. HOUSTON, 
Rochester Gas and 
Electric Corp. took 
as his topic, “Gad- 
gets, Women, and 
Ranges.” 


of the Day.” Presenting his own view- 
point, he pictured the political influ- 
ence on business as a retarding factor. 
He stated the greatest good of the day 
could come from a satisfactory solu- 
tion to the government-business prob- 
lem and placed strong emphasis upon 
the need for freedom of enterprise in 
human relations and in business and 
government relations. 

Would that all of our gas executives 
could have heard Whiting Williams, 
another nationally known authority on 
human relations, in his analysis, “What 
Is On the Worker’s Mind Today.” In 
part he decried the present political 
palliatives now being tendered the 
working class, saying that the worker 
wanted a platform for the support of 
his self respect and a ladder by which 
he can gain distinction and a career in 
addition to a living. He is definitely 
against the present trend toward plac- 
ing all workers in the same class. 

Still another man from outside the 
industry was Harry T. Gardner, trade 
relations counsel of Cincinnati, who did 
a.mighty good job of demonstrating to 
salesmen that they should get out of 
the herd and do things differently. His 
talk, “Too Many Zebras,” described 
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Mid-West Sales Convention 
Attracts 600 Registrants 


By CRAIG ESPY 
Assistant Publisher, GAS 


most salesmen as being all of the same 
stripe. 

F. X. Mettenet, vice-president, The 
Peoples Gas Light & Coke Co., brought 
a stirring address on “Markets and 
People.” He showed how to make sur- 
veys, why to make them, and then 
what to do with the facts obtained. 
His sketches pictured different types 
of people in supervisory capacity and 
advocated that the sales training pro- 
gram start with the top executives. 
Among the requirements for the 1939 
sales supervisor are these: know how 
to properly place people; know how 
to release human energies; eliminate 
fear in dealings; with the primary job 
being to help others be successful. 


On the subject of heating and air 
conditioning, Carl H. Cummings, In- 
dustrial Appliance Co. of New Eng- 
land, suggested in his talk, “The 1939 
Major Expansion for Gas” could well 
lie in the direction of apartment house 
jobs such as the heating equipment in- 
stallation his company has made in 
Boston. The Parklake apartment of that 
city boasts 151 apartments individu- 
ally heated and conditioned with Bry- 
ant forced-air heaters. 


The first afternoon was largely given 
over to subjects pertaining to the C.P. 
Range. F. M. Houston, Rochester Gas 
& Electric Corp., chairman, A.G.A. Do- 
mestic Range Committee, speaking on 
“Gadgets, Women and Ranges,” de- 
cried the practice of some salesmen to 
sell the C.P. range on a price basis. 
R. S. Agee of A.G.A.E.M. later also 
hammered away at this thought with 
both speakers showing how much bet- 
ter it is to sell the range on what it will 
accomplish in the home. 


Mr. Houston also sent home the fact 
that the gadgets of today are the ne- 
cessities of tomorrow in urging that 
all of the superior points of the C.P. 
range be sold. He ably demonstrated 
the point with a skit produced by 
Helen Smith and Walter McKie of his 
company. The new C.P. sound slide 
film, “Straight to Your Heart,” was 
also shown to the audience. Later Mr. 
Houston announced the new C.P. Ran- 
ger campaign. 


In another of his masterpieces, Mr. 
(Continued on Page 54) 


“I'm glad we've got Nordstroms 
on our well” 
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FACTS about VALVES 


are worth} otting down in your memory 


ORDSTROM 
factures more than 
1,000 different sizes 
and variations of lu- 
bricated plug valves, for use in 
the Gas, Petroleum, Refining, 
Chemical and other Industries. 
There is a size and type of Nord- 
strom Valve to meet every major 


manu- 


valve need,on lines ranging from 
i,” to 30”. 


TESTED AND WORKING PRESSURES — 
Every Nordstrom Valve receives a Hydro- 
static Test of at least 100% in excess of 
its rated pressure. They are subjected to 
drastic tests to insure against porosity, 
line leakage, and for bursting strength. 
Valves are available in tested pressures 
of up to 10,000 pounds, working pressures 
of up to 5,000 pounds. 


STEAM JACKETED TYPES — To provide for 
the external heating of valves, Nord- 
strom manufactures steam jacketed plug 
valves. This type is particularly essential 
in the production of sulphur from wells 
and transmission of liquids which must 
be kept heated. 


VALVE LOCKING DEVICES —Locking de- 
vices are available. Valves can be locked 
or sealed either open or closed. Desirable 
on tanks. The device encloses the cover 
and gland of the valve, preventing 
tampering. mt 


2,3 AND 4-WAY— 
Nordstrom Multiport 
Valves offer an unusu- 
ally efficient type of 
multiport valve due to 
the patented lubricant 
seal which prevents leakage between 
ports. 


150 DEGREES BELOW ZERO — The above 
photo shows a recent Nordstrom devel- 
opment—a valve of special metal for use 
in a refinery operating certain lines at 
—150° F. A long shank provides area for 
encasing the valve with insulation. 


FOR VACUUM SERVICE — Nordstroms are 
as efficient in holding vacuum lines as 
for high pressures. The barrier of 
“Sealdport” lubrication prevents leak- 
age inwardly. 


NORDSTROM AIR COCKS— 
The slightest leak in an air 
line costs money. For serv- 
ices such as underground 
air service, shop air line out- 
lets, etc., requiring smooth 
throttling, use Nordstrom 
Lubricated Air Cocks, Type W. Sizes %”, 
%” 1”, Save hours of time every month. 


FREQUENT TURNING SERVICE-If you 
have any lines on which valves must be 
turned every few minutes, such as water, 
steam or air lines, the time consumed to 
turn a globe, gate or spring valve is time 
wasted. A Nordstrom, with only quarter- 
turn, is instant service. 


CHAIN WHEELS FOR OUT-OF-REACH — 
Nordstrom spur gear and worm gear 
operated Valves, installed in overhead 
positions can be equipped with standard 
chain wheels, if desired. 


WiTH 
PATENTED 


FLANGE, SCREWED AND BELL ENDS — 
Nordstrom may be had with any type 
of coupling, including Flexible Coupling 
connections. 


NARROW GATE DIMEN- 
SION TYPE —When you 
desire to replace your 
old gate valves with 
Nordstroms, you can 
install the Emco-Nord- 
strom Type without 
changing piping. These 
have the same face-to- 
face dimensions as gate 
valves. 


ELECTRICAL REMOTE CONTROL — Electric 
motor operating units can be furnished 
for large Nordstroms, for remote control. 
Also, valves may be equipped with fluid 
cylinders for operation by means of air, 
gas, steam, oil or water. 


EXTENSIONS for UNDERGROUND 
SERVICE—High and low head 
extensions are provided for use 
with wrench-operated valves 
installed underground, to per- 
mit operation and lubrication 
above ground. Spur gear-oper- 
ated valves can be enclosed in 
iron housings and road boxes. 


wie ALLOY METALS—Nordstroms are 
offered in all approved alloy metals for 
special services. 


Ask for Bulletins 


MERCO NORDSTROM VALVE CO. 
A Subsidiary of 
PITTSBURGH EQUITABLE METER CO. 


Main Office: Pittsburgh, Pa. Branch Offices: 
New York City, Buffalo, Philadelphia, Columbia, 
Memphis, Chicago, Kansas City, Des Moines, 
Tulsa, Houston, Los Angeles, Oakland. Canadian 
Licensees: Peacock Brothers, Ltd., Montreal. 
European Licensees: Audley Engineering Co., 
Ltd., Newport, Shropshire, England. 


PRODUCTS—NORDSTROM VALVES; EMCO GAS 
METERS and REGULATORS; PITTSBURGH 
LIQUID METERS. 


“SEALDPORT’ 


LUBRICATION 
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S. W. Meals, Carnegie Head, 
Dies; Keenan Succeeds 


i W. Meats, president of Carnegie 
Natural Gas Co. and Apollo Gas Co., 
Pittsburgh, Pa., died suddenly at his home 
January 4 at the age 
of 69. He had been 
president of the two 
companies since 1921, 
and had been connect- 
ed with the oil and 
gas industry since he 
was 18 years old. 

D. S. Keenan, vice 
president of the Car- 
negie company since 
May, 1938, has been 
elected president to 
succeed Mr. Meals. 
For the past 11 years 
Mr. Keenan has been 
located in Ashland, Ky., where he was gen- 
eral superintendent of the Kentucky-West 
Virginia Gas Co., and executive vice presi- 
dent of the United Carbon Co. of Charleston, 
W. Va. 

Before joining the Carnegie Natural Gas 
Co., Mr. Meals was associated with the South 
Penn Oil Co., Pittsburgh, the Hope Natural 
Gas Co., Clarksburg, W. Va., and the Syndi- 
cate Oil and Gas Co., Wichita, Kan. In 1928- 
1929 he was chairman of the Natural Gas 
Department of the American Gas Association. 

= ss 


Paige and Farrar Elected 
To A.G.A. Executive Board 


Conrad N. Lauer, president of the Ameri- 
can Gas Association, has announced that 
Clifford E. Paige, president of the Brooklyn 
Union Gas Co., Brooklyn, N. Y., and H. L. 
Farrar, president and general manager of 
Coast Counties Gas and Electric Co., San 
Francisco, have been elected members of the 
executive board of the Association. Mr. Paige 
is a past president of the A.G. A. and has 
previously served on the executive board. 
Mr. Farrar is president of the Pacific Coast 
Gas Association and chairman of the program 
committee for the A. G. A. executive confer- 
ence to be held in San Francisco in May. 

= ss 


Gas Proration Reinstated 
in Hugoton, Kan., Field 


The Corporation Commission has rein- 
stated, as of January 1, the gas proration 
regulations governing the Hugoton gas field 
in southwestern Kansas. The regulations had 
been suspended in October at a hearing held 
before the commission by operators and 
owners. The order provides that 640 acre 
tracts should be the basis for ratable takings 
with companies having wells on 160-acre 
tracts paying royalties to the adjoining prop- 
erty owners. 


S. W. MEALS 


Kentucky Public Service Co. 
Moves Offices to Glasgow 
The Kentucky Public Service Co. has 


made arrangements to transfer its headquar- 
ters to Glasgow, Ky., where it will main- 
tain offices in the Bradford building. W. F. 
Stevens of Chicago, president, and the audit- 
ing department will have refinished office 


facilities, and in addition there will be a 
meter department and space for displaying 
merchandise. 

The gas utility serves Glasgow, Hiseville, 
Cave City, Horse Cave, Park City and Smiths 
Grove. 


CALENDAR | 


March 


Eastern Natural Gas Sales Conference 
—Roosevelt Hotel, Pittsburgh, March 2-3. 
Industrial Gas Sales Conference, A.G.A. 
Pa ia Statler, Cleveland, Ohio, March 


Oregon State Air Conditioning Confer- 
ence—Oregon State College, Corvallis, 
Ore., March 23-25. 

Southern Gas Association Annual Con- 
vention. Southern-Southwestern Gas Sales 
Conference—SS Rotterdam, March 19-24. 

Spring Sales Conference, Pacific Coast 
Gas Ass’n—810 So. Flower St., Los An- 
geles, Calif., March 30 and 31. 

Technical Conference, Pacific Coast Gas 
Ass’n—810 So. Flower St., Los Angeles, 
March 23-24. 

Welding Conference and Short Course 
—University of Oklahoma, Norman, 
March 9-10. 

Wisconsin Utilities Association, Com- 
mercial and Technical Divisions of Gas 
Section—Pfister Hotel, Milwaukee, Wis., 
March 13-14. 


April 

Accounting Conference, A.G.A.—White 
Sulphur Springs, W. Va., April 20-22. 

Distribution Conference, Technical Sec- 
tion, A.G.A.—Palmer House, Chicago, 
April 17-19. 

Mid-West Gas Association—Fort Des 
a Hotel, Des Moines, Iowa, April 
10-12. 

Missouri Association of Public Utilities 
—Muehlebach Hotel, Kansas City, Mo., 
April 12-14. 

New Jersey Gas Association Annual 
Meeting — Berkeley-Carteret Hotel, As- 
bury Park, N. J., April 12. 

Oklahoma Utilities Association—Hotel 
Tulsa, Tulsa, Okla., April 3-4. 

Southwestern Gas Measurement Course 
—University of Oklahoma, Norman, Okla., 
April 3-4. 


May 


Association of Gas Appliance and 
Equipment Manufacturers—Annual con- 
vention, Roosevelt Hotel, New York City, 
May 24-26. ; 

Indiana Gas Association, Annual Meet- 
ing—Fort Wayne, Ind., May 8-9. 

Natural Gas Section, A.G.A.—Annual 
meeting, Mayo Hotel, Tulsa, Okla., May 
8-11. 


Pennsylvania Gas Association Annual 
Convention—Sky Top Club, Sky Top, 
Pa., May 2-4. 

Production and Chemical Committees 
Conference, Technical Section, A.G.A.— 
Rochester, N. Y., May 22-24. 


June 


Canadian Gas Association—32nd An- 
nual Convention, Royal Connaught Ho- 
tel, Hamilton, Ontario, June 6-7. 

Empire State Gas & Electric Associa- 
tion Group Meeting—Tower Club, Park 
Central Hotel, New York City, June 9. 

Public Utility Advertising Association 
—Annual Convention, New York City, 
June 18-22. 


August 


National Association of Railroad and 
Utilities Commissioners—Seattle, Wash., 
August 23-25. 


September 


Gas Industry Day—Golden Gate Ex- 
position, San Francisco, September 9. 

Pacific Coast Gas Association—46th 
Annual Convention, Fairmont Hotel, San 
Francisco, Calif., week of September 4. 


October 


American Gas Association—2Ist An- 
nual Convention, New York City, week 
of October 9. 

Gas Industry Day—New York World’s 
Fair, October 9. 

National Metal Congress and Exposi- 
tion—Chicago, October 23. 
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A.G.A.E.M. Selects A. F. Cook 
To Aid In C. P. Promotion 


F. COOK has been appointed advertis- 

- ing manager of the Association of Gas 
Appliance and Equipment Manufacturers 
and will assist in the 
promotion of the C.P. 
gas range program, it 
was announced from 
national headquarters 
of the Association in 
New York. 

For the past 10 
years Mr. Cook has 
been assistant adver- 
tising manager of the 
Philgas Department of 
the Phillips Petroleum 
Co., of Detroit, Mich.., 
marketers of liquefied 
petroleum gases for 
bottled gases and other purposes. Prior to 
his association with the Phillips company, 
Mr. Cook’s experience included newspaper, 
advertising agency, and sales promotion 
activities. 


A. F. COOK 


A. F. Davey Named Director 
Of Wisconsin Utility 


J. P. Pulliam, president, Wisconsin Public 
Service Corp., has announced the election of 
A. F. Davey, Sheboygan, as director of the 
company to fill the vacancy caused by the 
resignation of H. C. Cummins of Minneapolis. 

Mr. Davey is manager of the Sheboygan- 
Manitowoc Division and began work with 
the corporation February 1, 1912, as super- 
intendent of production in the Green Bay 
gas plant. He was previously employed by 
Western United Gas and Electric Co., Aurora, 
Ill. After a short time at Green Bay, he was 
placed in charge of the entire gas depart- 
ment at this location. 

Mr. Cummins was recently elected vice- 
president in charge of operations of Northern 
States Power Co. at Minneapolis. 
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Houma, La., Will Receive 
Natural Gas Next Summer 


Natural gas will be served to the city of 
Houma, La., early next summer, according 
to John P. Bech, holder of a franchise for 
the distribution of the gas. Mr. Bech, who 
has contracted the Gulf Natural Gas Corp. 
to deliver the gas at the city limits, stated 
that construction of the gas system was 
begun early in February. 

The gas will be piped to Houma from the 
Buckley-Bourg well south of Houma. Accord- 
ing to a statement by Julian Fohs, president 
of the Fohs Oil Co., Houston, Texas, drillers 
of the well, the supply of natural gas is sufh- 
cient to serve the city for several years. 
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De Krafft Elected Director 
of Brooklyn Union Gas Co. 


William de Krafft, industrial management 
consultant, has been elected a director of The 
Brooklyn Union Gas Co., Brooklyn, N. Y., at 
a recent meeting of the board. Mr. de Krafft 
has been connected with The Baldwin Works, 
United States Rubber Co., and since 1938 has 
been a consultant in dealing with problems 
of industrial management. 
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SALES( 


What Would You Do or Say 


Al 


In These Sales Situations? 


N THE 10 following common sales 

situations, a large group of success- 
ful salesmen agree that the best results 
are obtained by following a certain 
line of strategy. If you are able to pick 
the correct one out of the five suggest- 
ed, you are well above the average in 
sales ability and earning power. If 
you are not, a careful study of the cor- 
rect approaches will teach a valuable 
lesson in salesmanship. The answers 
will be found on page 52. 


1. If the prospect said he had de- 
cided to give his order to a competitor, 
would you (a) try to get him to change 
his mind and buy from you; (b) get 
sore and say, “Okay, it’s your own 
funeral”; (c) tell him you’d call back 
when he was ready to buy again; (d) 
praise his good judgment; or (e) say 
you'll keep in touch with him, and 
walk out? 


2. If the prospect told you he had to 
have time to think it over, would you 
(a) say, “There’s nothing to think 
over”; (b) ask him to call you when 
he has made up his mind; (c) say, 
“That’s a good gag, but it won’t work 
on me”; (d) show him why he can’t 
afford to put off buying now; or (e) 
arrange a time to call him later? 


3. If the prospect says he has only a 
minute to listen to your story when you 
know it will take at least 10, would you 
(a) suggest that you see him some 
other time; (b) try to crowd your story 
into one minute by leaving out most of 
it; (c) diplomatically make an effort 
to arouse enough interest in one min- 
ute to make him want to hear the whole 
story; (d) say, “Who do you think I 
am, Floyd Gibbons?” or (e) tell him 
your time is just as valuable as his and 
go ahead anyhow? 


4. If the prospect said he had been 
doing business with another firm and 
didn’t see why he should change, would 
you (a) agree and say you'd call him 
once in awhile; (b) suggest he make 


careful comparisons of advantages of 
both firms first and then decide which 


is best; (c) tell him the company he 
does business with is no good and pro- 
ceed to prove it; (d) say, “You may 
be right, mister, but won’t you give me 
a break?” or (e) ask him to call you if 
he ever changes his mind and depart 
gracefully ? 


5. If the prospect said, “I’m too 
busy now to hear your story,” would 
you (a) say, “Okay, I'll see you some 
other time”; (b) point out that no one 
should ever be too busy to hear some- 
thing to his advantage; (c) suggest he 
give you a ring some time when he isn’t 
busy; (d) treat the matter lightly— 
say, “I’ll bet you tell that to all the 
boys!” or (e) ask him when you can 
have a conference and make a definite 
appointment? 


6. If the prospect paid scant atten- 
tion to what you were saying, would 
you (a) stop and ask him if he were 
listening; (b) ignore it and go on with 
your story; (c) say, “If you have other 
things on your mind now, I’ll come 
back later”; (d) stop talking and 
leave; or (e) try to win his attention 
by showing him something of special 
interest — picture book, etc. ? 


7. If the prospect said he couldn’t 
buy until he had someone else’s O. K.., 
would you (a) tell him you thought he 
was a big enough man to make his own 
decisions; (b) ask him when you could 
call for his decision; (c) find out who 
his superior was and make a date for 
the three of you to get together; (d) 
disregard his statement and ask for an 
order; or (e) tell him to call you when 
he was ready? 


8. If someone else broke in and 
threw cold water on your proposition, 
would you (a) ask third party to wait 
with his objections until you were 
through; (b) wait until third party 
left and then start over again; (c) tell 
third party he ought to mind his own 
business; (d) find out if prospect 
really values the third party’s opinion 
and, if so, start from beginning and 
sell him, too; or (e) ignore the third 
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party entirely, being sure to show him 
you resent his interference? 


9. If the prospect said he couldn't 
buy at the moment because he had 
promised to look over another propo- 
sition first, would you (a) tell him he 
was wasting his time and insist upon 
his buying now; (b) say, “I know all 
about the other proposition; what do 
you want to know?”; (c) decide he 
was giving you the run-around and 
walk out; (d) tell him to go ahead and 
make a date with him to go over both 
propositions with him when he has all 
the facts; or (e) insist he couldn’t have 
been listening to you or he would not 
consider anything else, and begin again? 


10. If the prospect said he had a 
friend in the business, would you (a) 
say, “Swell—now., if you'll do business 
with me you'll have fwo friends in 
the business”; (b) say, “That’s your 
friend’s tough luck”; (c) tell him you 
appreciate his loyalty to his friends. 
but loyalty to himself is important. 
too, and in fairness to himself he 
should consider your proposition; (d) 
try to convince him that his friend 
wouldn’t object if he did business with 
you; (e) agree with him that friend- 
ship comes first and you wouldn’t think 
of taking the business? 

(Answers on Page 52) 
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Oklahoma Hardware Dealers 
Push C.P. Range Sales 


The wide field for increased sales through 
selling Certified Performance gas ranges was 
pointed out to the Thirty-sixth annual con- 
vention and exposition of the Oklahoma 
Hardware and Implement Association, in an 
address by H. Vinton Potter, Tulsa, chair- 
man, store display committee of the Ameri- 
can Gas Association. The convention was 
held at Oklahoma City, Jan. 31 and Feb. 
1 and 2. 


Potter stated that 9,472,000 gas ranges are 
now obsolete in the United States and that 
1939 will add 2,000,000 to the list. Declar- 
ing that Oklahoma dealers can profit by their 
share of this vast potential market the speak- 
er directed attention of the hardware deal- 
ers to the possibility of replacing these old 
stoves with C.P. ranges. 


Among exhibits displayed in the basement of 
the municipal auditorium were gas stoves, 
floor furnaces, water heaters, refrigerators, 
air conditioning and butane gas: equipment. 


Public Speaking Is Subject 
of Wheeler’s New Book 


Pointers for making speeches “click” are 
given in Elmer Wheeler’s new book, Tested 
Public Speaking (Prentice-Hall, Inc., $2.00). 
Mr. Wheeler, president of Tested Selling In- 
stitute and author of Tested Sentences That 
Sell, tells in his new book on speech making 


how to catch the attention of the audience, 


how to act on the platform, and how to build 
a speech that “sizzles.” 
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MUELLER ANNOUNCES THE FLOR- 
AIRE—a Gas Floor Furnace with 
the features you have always hoped 
for... the performance you knew 
would eventually come. 


* 
NOW YOU CAN GO AFTER Gas 


Floor Furnace business. Get your 
share of this huge, profitable mar- 
ket. Banish memories of excessively 
hot registers, installation worries, 
and poor performance. 


& 
MUELLER’S NEW VERTICAL SEC- 


TION secures efficient heat transfer 

without use of horizontal surface 

under register. Narrow Mueller sec- 

, = tions insure adequate air circulation, 

‘ (>< securing more uniform temperatures 
| | throughout space to be heated. 


GET BETTER HEAT — 99 
FOR LESS MONEY cepa 


without cutting and heading. Easily 
cleanable. Available with Baso 


Safety Shut-off. 
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Mueller introduces FLOR-AIRE—a Gas Floor Fur- experienced heating man that it stands for high efficiency, 

nace with the superior features which the trade has volume sales, and customer satisfaction. Note narrow 
learned to expect from Mueller design and manufacture. vertical section designed to improve circulation. Investi- 
Even a quick glance at this remarkable unit tells the gate this new unit today. 


GOOD 
BUYING 
MAKES 
SELLING 
EASIER 


Mueller engineering is responsi- Customers rejoice at the low — Mueller invites comparison. 
ble for the scientific design of this 2 first cost, low installation cost, Shrewd dealers and wise buyers 
new floor furnace. Engineering innova- low operating cost of the Mueller will compare performance, compare 
tions, such as Mueller introduced in Floor Furnace. Now even small value, compare price— Mueller wins 
the design of gas-fired furnaces, now homescanenjoythehigh efficiency on all counts. Look into this Flor- 
raise the standard of floor furnaces. of Mueller-designed Flor-Aire. Aire and march with Mueller in ’39. 


WRITE TODAY FOR FULL INFORMATION 


L. J. MUELLER FURNACE CO. 
2002 West Oklahoma Avenue, Milwaukee, Wisconsin 


Please send literature describing the new Mueller Flor- 
Aire Furnace. 


Name 


MUELLER MILWAUKEE 
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A.G.A.E.M. Offers Sales Book 
For Water Heater Drive 


A NEW sales “portfolio,” designed to 

put punch into the 1939 Gas Water 
Heater Campaign and boost utility 
company and retail dealer gas water 
heater sales, has just been released by 
the Association of Gas Appliance and 
Equipment Manufacturers, sponsor of 
the current nationwide water heater 
campaign. A sales book, which has 
been mailed to sales managers of gas 
companies throughout the country, 
gives details on the two prize essay 
contests which are being staged in con- 
nection with the campaign. 

The theme song of the sales book’s 
promotional material is: “Every home 
needs hot water 150 times a day — and 
the Automatic Gas Water Heater—‘the 
24-hour servant’—supplies it!” 

The sales aids suggested to put this 
message over include colorful mailing 
pieces, window displays, bill enclos- 
ures, sheet posters, and car cards, 
photographic service, newspaper ads, 
publicity releases for the news col- 
umns of local papers, radio spot an- 
nouncements, novelties, and salesmen’s 
contests—all of which are available at 
reasonable cost to dealer and utility. 


pust released to 12,000 dealers and 

2,000 leaders in the gas industry 
is the “Sales Plan Book” containing a 
complete merchandising plan for a 
Spring Campaign, the first of four to 
be projected in the nationwide promo- 
tion of the C. P. gas range during 1939 
under the auspices of the Association 
of Gas Appliance and Equipment 
Manufacturers’ domestic gas range 
sales management committee. The 
Spring Campaign covers the months 
of April, May and June; the other 
three campaigns planned are: Summer 
Campaign (July, August), Fall Cam- 
paign (September, October), and Holi- 
Jay Campaign (November, December). 

The literature embodies ideas from 
leading merchandisers of C. P. gas 
ranges in all parts of the country who 
were quizzed for specific suggestions 
on an effective 1939 program. 

The three “pockets” in the portfolio 
are filled with four-color bill enclos- 
ures, rotogravure bill enclosures and 
direct mail pieces, showroom banners, 


Another phase of the campaign 
features the suggested “Beata Quota 
Contest” for salesmen, which gives 
active membership and a handsome 
key to the “Beata Quota Fraternity” 
to salesmen who exceed their quotas in 
the campaign. Pledges, initiation stunts 
and unusual “degrees” are employed 


in this contest. The five degrees are: 
“Pledge,” “Novice,” “Brother,” “Jov- 


ial Brother,” and “Brother of the 
Blood.” The mailing announcing this 
contest is addressed also to the sales- 
man’s wife — just to make sure she’s 
on the cheering squad, urging him on 
to greater sales victories. 

An essay contest for utility compa- 
nies with cash awards of $1,000 is 
open to all employes in those compa- 
nies, from gas fitter and officer on up 
to executives. The topic for this con- 
test is: “The Value of the Water 
Heating Load, and How It May Be 
Secured.” 

The essay contest for retail plumber 
dealers with cash awards of $1,000 has 
as its subject: “What the Promotion 
of Automatic Gas Water Heaters Has 
Done for My Business.” 


Industry Leaders, Dealers 
Receive C. P. Sales Book 


deluxe four-color mailing pieces, news 
releases, newspaper advertisements, 
radio spot announcements, and a four- 
page folder offering display and sales 
helps. These take in a sound slide film, 
window display, C. P. sales-maker, and 
a floor demonstrator. 

Announcement is also given of the 
“C. P. Ranger Club,” an organization 
for salesmen from coast to coast, to 
provide “uniform high standards of 
selling performance — and national 
recognition for outstanding achieve- 
ment.” Rules and awards for this club, 
which is open to everyone engaged in 
the sale of C. P. ranges, are fully 
described in the folder. 


Flood Leaves Pipe Line Co. 


H. Lee Flood, engineer, Natural Gas Pipe- 
line Co. of America, Chicago, has been 
named associate editor of the Petroleum En- 
gineer, an oil industry publication with 
headquarters at Dallas, Texas. Mr. Flood 
was graduated from the school of engineer- 
ing of Stanford University in 1930. 
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RAY RATLIFF, Kansas City Gas Co. 

and chairman of arrangements for the 

P.U.A.A. Western Regional Conference. 

talks matters over with President How- 
ard F. Weeks. 


Western Regional Meeting of 
P.U.A.A. Held at Kansas City 


HE first Western regional conference of 

the Public Utilities Advertising Associa- 
tion at the Hotel Muehlebach, Kansas City, 
Mo., on Tuesday, January 31, attracted an 
attendance of 35 utility advertising execu- 
tives, delegates from Missouri, lowa, Texas, 
Tennessee, Ohio, Oklahoma, South Dakota, 
Nebraska and New York. 

The address of welcome was given by Ma). 
T. J. Strickler, vice president and general 
manager of the Kansas City Gas Co. and 
chairman of the American Gas Association’s 
committee to conduct national advertising. 
Major Strickler pointed out that the Western 
regional conference should become one of 
the most important meetings of the year. He 
said that formerly the problems of the utility 
industry were those of construction and engi- 
neering, but that today sales and advertising 
are becoming increasingly important. 

The delegates were the guests of the Kan- 
sas City Gas Co. and the Gas Service Co. at 
a cocktail party and at dinner. 

= ss 


C. A. Caldwell, Dallas Gas 
Co. Credit Manager, Dies 


Charles A. Caldwell, 59, Dallas (Texas) 
Gas Co. credit manager, died January 20 
at his home in Dallas after an illness of 
several months. One of the company’s old- 
est employes in point of service, Mr. Cald- 
well joined the Dallas Gas and Fuel Co. as 
solicitor in 1903, and in 1912 was made credit 
manager of its successor company, the Dallas 
Gas Co., which is now a subsidiary of Lone 


Star Gas Co. 
= ss 


California Appliance Society 
To Boost C. P. Range 


Dates for the Annual Spring Gas Range 
Campaign have been set by Gas Appliance 
Society of California for March 15 to 25 
inclusive. The campaign has been built 
around the C. P. range story. 

The special offer for the campaign is a 
10 percent discount on C. P. sticker plan 
ranges selling at $119.50 or more, stripped. 
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more aggressive local promotion we have pre- 
pared a powerful program of sure-fire, sales- 


producing promotion! FEATURE ROPER during 
1939 — and watch your gas range sales jump! 
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WAREHOUSES 


USE ROPER SALES 


Chicago: 343 South Dearborn Street —Atianta: 901 William Oliver Bidg.— Los Angeles: 2481 Porter Street 
cinsianall Dallas, Kansas City, Milwaukee, Newark, Sesten ttteatteigien Cleveland, Philadeiphia, Roanoke PROMOTION PLANS 


ROPER RANGES ARE IDEAL FOR USE WITH ANY TYPE OF GAS, INCLUDING BOTTLED GAS RE IRE a 
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“WOMAN'S, 


Information Please 


He, who has ideas of his own, 
sprung the following on me the other 
evening. It was all in good fun. 


Q. Why are men the world’s leading 
chefs? 

A. Women’s hats. 

Q. Why are men the weaker sex? 

A. Women’s hats. . 

Q. Why are world affairs so jittery 
these days? 

A. Women’s hats. 

Q. Why is the New Deal? 

A. Women’s hats. 

C8L., CIC. 
So much for the lids that cap our 
feminine charms these days. 


Postponed 


We had hoped to run an illustrated 
“profile” this month of Mrs. Kenneth 
B. Norton, who set a new high in 
woman’s prominence in the gas busi- 
ness by being elected to the board of 
directors of the Consolidated Edison 
Company of New York, the world’s 
largest operating utility company. 
However, at the time of going to press, 
Mrs. Norton was. laid low with an 
acute attack of grippe, which has been 
very prevalent around New York this 
winter. She begged to be excused until 
she feels more like her real self again, 
and I can assure her every woman in 
the gas industry wishes her a speedy 
recovery. She is kind enough to say: 

“You have a splendid magazine and 
naturally I find much of interest and 
information on “The Woman’s View- 
point” page especially . . . I heartily 
agree with you as to the possible de- 
velopment and progress of the gas 
industry through the extremely valu- 
able forces of women in the industry. 

. I have just been placed on the 
mailing list, I understand, and will 
now look forward each month to re- 
ceiving it. 

Thank you, Mrs. Norton, and may 
your association with our Gas Indus- 
try be a long and happy one. 


California in Front 


Although I’m a New Yorker, with 
certain eastern prides and prejudices, 
I gladly hand this well-earned bouquet 
to the California gas girls. They seem 
to be far ahead of the rest of us as a 


group in organizing themselves for 

advancing their professional status 
within the industry. Prudence S. Hury, 
general chairman, women’s committee, 
Southern Counties Gas Co. of Califor- 
nia, in a recent issue of their monthly 


Blue Flame says: 


“As women in business, we must real- 
ize that the more we educate ourselves 
about gas and gas appliances, the more 
valuable we become to our employers. 

. We must include industrial edu- 
cation in our program and thereby 
improve public relations and promote 
load-building.” 


That’s a sound program for any 
group and every individual in the gas 
industry. Modestly, we claim that we 
started this page last November to 
stimulate women to think along these 
lines, and at the suggestion of another 
California girl, Lucy Rarey. 

I am wondering, dear reader, if you 
have any choice of material. Please 
write me, care of the New York office. 


The Gas Laundry Dryer 


Who are the biggest opponents of 
gas laundry dryers? Why, women! 
Who have always consistently opposed 
any labor-saving device to help them, 
until it has been forced upon them 
“over-my-dead-body” style? Women, 
of course! Do you know no woman 
ever invented a labor-saving appliance ? 

And that inherent attitude probably 
explains most of the early opposition 
to the use of one of the greatest boons 
that gas service can bring into the 
house. Of course, we have all sorts of 
reasons why. We wouldn’t be women if 
we didn’t. Our chief one is some old 
grandmother’s story that clothes must 
be dried outdoors because the sun and 
fresh air “sweetens” them. Fiddlesticks 
and poppycock! We dry clothes by cir- 
culating dry air through them to ab- 
sorb the moisture. A gas laundry drier 
does this quicker with far less labor, 
and under much cleaner conditions. 
But how about the beneficent sun’s 
rays to bleach and sweeten the wash? 
I wonder if you will please believe 
the scientists who count bugs and such 
relative data, and who in test report 
after test report have proved conclu- 
sively that this sunshine business is 
good, but its indispensable qualities 
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are but a figment of a grandmotherly 
imagination, and that a gas laundry 
dryer by all scientific standards will 
“sweeten” the laundry just as well, and 
make a difficult job too — too simple. 


Color Specialists 


Since it appeared last November in 
Better Homes and Gardens, I have been 
intending to discuss an article “Color- 
scheme your kitchen” by our own 
Harry Swensen, Peoples Gas Light 
and Coke Co., Chicago. Mr. Swensen 
is the guiding genius behind those at- 
tractive window displays and _ beauti- 
ful store interiors which charm your 
eye as you step into Chicago’s Gasland- 
off-Michigan-Avenue. 

In this article, Mr. Swensen deals 
with a subject very dear to the hearts 
of us gas people—the art of using col- 
ors effectively to make the kitchen 
more pleasant. He makes expert and 
experienced suggestions on the proper 
blending of hues which is the prefer- 
able word, incidentally, rather than 
color. But, even with a working knowl- 
edge of hues-blend, there still remains 
the matter of taste and judgment, as 
Mr. Swensen points out. This might 
suggest an opportunity for some bright 
gal with artistic traits in the gas busi- 
ness to make a career for herself. She 
could be the kitchen decorating expert, 
to whom all customers with a kitchen- 
renovating gleam in their eyes could be 
referred, and thereby constructively 
help the gas industry in its efforts to 
modernize kitchens to the everlasting 
glory of gas service. 


The Book of the Month 


Any girl who feels that cards are 
stacked against her because of her sex 
in the business world should by all 
means secure a copy of Fields of Work 
for Women (D. Appleton-Century Co., 
$2.75), by Miriam Simons Leuck. It is 
now in its third edition and has been 
revised to cover an ever-expanding 
field for women’s activities. The author 
shows very conclusively that it is not 
sex but brains, personality and initia- 
tive that are the main factors in busi- 
ness advancement. She has packed the 
book with ideas and suggestions on 
how to use these attributes to the best 
advantage, no matter whether you are 
entering the business world, or already 
unhappily in it, or striving to qualify 
for a better job. 

Some books preach, others argue but 
few stimulate self-study by challenging 
one’s self-complacency. Fields of Work 
for Women is in the last category. It 
puts a finger on one’s faults by em- 
phasizing the proper way to do things. 
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HEATING PEAKS cd VALLEYS 


AUTOMATIC HEATING 


The Accelerator does it/ 


y 4 best conventional thermostat in 
the world cant prevent fluctuations in 
the modern automatic heating system— 
“Peaks and Valleys” that bring alternate 
over-heating and under-heating in any 
home. The answer is that automatic fir- 
ing demands a quick-acting, positive 
control that has the ability actually to 
sense temperature changes before they 
occur and to meet them by speeding 
up or slowing down burner operation. 
The M-H Acratherm with its exclusive 


MINNEAPOLIS-HOMES 


BROWN INDUSTRIAL INSTRUMENTS 
CONTROLS 


NATIONAL PNEUMATIC 


Accelerator feature, is the only modern 
thermostat capable of this almost un- 
canny heating “foresight.” Give your 
customers the new efficiency and com- 
fort the Acratherm brings, by installing 
itand its companion, M-H Limit Controls 
with every burner installation. Depend- 
able Controls cost less than service. 
Depend upon controls bearing the M-H 
Symbol. Minneapolis-Honeywell Regu- 
lator Company, 2946 Fourth Avenue 
South, Minneapolis, Minnesota. 
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Salesmen “Rig Up’ for 1939 
Refrigerator Campaign 


ARCH winds will not blow in vain 

for the 197 gas appliance sales- 
men in various parts of the country 
who are participating in the “Rigging 
Up” drive for the retail sale of gas 
refrigerators which began on the first 
of this month, to last until March 31. 
The “Rigging Up” contest is the first 
leg of the annual spring and summer 
gas refrigeration selling contest which 
is to be known ‘this year as the “Man- 
the-Sales” campaign, the main portion 
of which will extend throughout April, 
May and June. March winners will be 
sales employes of the utilities that 
have signed up for the contest. 

The campaign is to be conducted, 
as hitherto, by the American Gas 
Association Refrigeration Committee. 
The: contest in which approximately 
$30,000 in all will go to top salesmen 
during the five-month drive is spon- 
sored by Servel, Inc., through the 
Association of Gas Appliance and 
Equipment Manufacturers. Following 
the practice of many years, trophies 
will be awarded to winning companies, 
the trophy chosen this year being a 
model of the “Flying Cloud,” a famous 
clipper ship which made speed records 
in voyages around the Horn in the 
"50's, 

Awards will be distributed in the 
following order: 

A total of $5%-0 will go to winning 
salesmen in Division 1, which com- 
prises 1] large utilities in New York 
City, Brooklyn, Westchester County 
(New York), Los Angeles, Chicago, 
Philadelphia, Washington, D. C., Bos- 
ton, and Detroit. In this division, 33 
prizes will be distributed, $25 going 
to the top salesman in each company, 
$15 to the second highest, and $10 to 
the third man. 

In Division 2 (companies having a 
rate of 12c per therm and 30,001 
meters or more), $525 will be distrib- 
uted to 51 persons, the salesman who 
is first to receive $25, and $10 each 
going to the next 50 leading men. 

In Divisions 3, 4 and 5, the awards 
for each division will total $325, to be 
divided into 31 prizes in each division, 
top men receiving $25 each, with $10 
each going to the next 30 leading men. 
(Division 3 comprises companies hav- 
ing from 3,001 to 30,000 meters; com- 
panies in Division 4 have 9,001 or 
more meters, and companies in Divi- 
sion 5 have from 3,001 to 9,000 meters. 
The 12c per therm rate is the same for 
all three divisions. ) 


In Division 6 (companies having 
3,000 meters or less, regardless of the 
rate per therm) $200 in awards has 
been allotted to 20 men making the 
highest total sales, or $10 for each 
winner. 

The awards are based on installa- 
tions of Servel Electrolux refriger- 
ators. In the case of ties the prizes 
will be duplicated. 


Home Service Dept. of Gas 
Service Co. Entertains 


A quiz on the C.P. gas range and Electro- 
lux refrigerator furnished the entertainment 
at a luncheon given recently for 51 home 
economics teachers from the Kansas City 
public school system by the home service de- 
partment of The Gas Service Co., Kansas 
City, Mo. Miss Colleen Fowler, home service 
director of the gas company, explained the 
features of the appliances, following her talk 
with an examination. 

Betty Jane Reeves, a member of the home 
service department since January, 1938, has 
been made permanent home service director, 
El Dorado branch of The Gas Service Co. 


Gas Sales Managers Hold 
New York City Meeting 


A meeting for gas sales managers, spon- 
sored by the Empire State Gas and Electric 
Association, was held February 24 at the 
Belmont-Plaza Hotel, New York City. Walter 
G. McKie, Rochester, N. Y., was chairman 
of the committee to arrange a program, 
which included an address by Irving K. 
Peck, vice-president of the Association, and 
discussions led by W. J. Schmidt, Long 
Island Lighting Co., New York; Herbert G. 
Schaul, Westchester Lighting Co., Mount 
Vernon, N. Y.; R. E. Williams, Binghamton 
(N. Y.) Gas Works, and R. A. Lauder, Con- 
solidated Edison Co. of New York, Inc. 


So. Counties Gas Co. Shifts 
Home Service Directors 


Earline Bracken has been appointed home 
service director of the Southern Counties 
Gas Co. at Pomona, Calif., to replace Rita 
Richards, who has been transferred from 
Pomona to Ventura. Miss Bracken was grad- 
uated from the home economics department 
of the University of California at Los Ange- 
les, and studied dietetics at the University 
of California at Berkeley. 


we a 
Home Service Director Dies 


E. Florence Wenrich, director of the home 
service department of the Consumers Gas 
Co., Philadelphia, died suddenly at her 
home, January 31. Miss Wenrich had been 
employed by the Consumers company since 
1922, and for two years had been in charge 
of the company’s home service activities. 
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Kansas City Companies Hold 
Home Service Meetings 


SERIES of home service demonstrations 
are being conducted in various parts of 
their territory by the home service depart- 
ments of the Kansas City (Mo.) Gas Co. 
and The Gas Service Co., Kansas City, Mo. 
Colleen Fowler, home service director of 
the Kansas City Gas Co., assisted by mem- 
bers of the department, is entertaining the 
wives of the company employes at a series 
of cooking demonstrations. 

During the past month Ellen Potter, home 
service director of The Gas Service Co. at 
St. Joseph, Mo., and Ada Schroeder, her as- 
sistant, have been giving demonstrations with 
gas ranges in home economics departments 
of the local high schools. At the Lafayette 
high school the demonstration was given be- 
fore a class of 30 boys. 

At Topeka, Kan., Jewel Hensley, home 
service director of The Gas Service Co., is 
holding weekly cooking schools on the office 
sales floor, demonstrating unusual Sunday 
night supper dishes. 

oe oe 


Prizes Offered By Wisconsin 
Ass‘n for Essays on Cookery 


Fifty dollars in prizes has been offered by 
the Wisconsin Utilities Association, Mil- 
waukee, Wis., to winners of an essay contest 
sponsored by the Cookery Committee of the 
Gas Section’s Commercial Division. “Selling 
Modern Gas Cookery to the Housewife” was 
‘he subject of the composition, which could 
not exceed 500 words. The contest, open 
to all employes except executives and 
department heads of all utilities selling gas 
and belonging to the Association, closed 
midnight, February 28, and is being judged 
by members of the Cookery Committee who 
are J. G. Schellenberg, chairman; W. T. 
Haertel, Ben Riesing, H. J. Marcotte, M. R. 
Norton, W. L. Carlson, H. Wayne Gibson, 
and P. L, Lusignan. 


Oregon Air Conditioning 
Men to Meet in March 


Oregon’s second annual air conditioning 
conference, sponsored by Oregon State Col- 
lege with cooperation from manufacturers of 
heating, air conditioning and allied equip- 
ment, is to be held at the School of Engineer- 
ing, Corvallis, March 23 to 25. Earl C. Wil- 
ley, assistant professor of mechanical engi- 
neering at Oregon State College and general 
chairman of the convention, has announced 
that the program will be centered around ex- 
hibits of the latest equipment displayed by 
manufacturers, and discussions of technical 
and non-technical phases of air conditioning. 
A. E. Finlay, Portland Gas and Coke Co. 
heating engineer, is chairman of the publicity 
committee. 


Ruth McFerrin Manages 
Tennessee Gas Property 


Ruth McFerrin, formerly in charge of the 
gas company at Murphreesboro, Tenn., has 
been named head of the local gas company 
office at Maryville, according to an announce- 
ment by Mrs. W. E. Howell, district man- 
ager of the Morristown-Maryville district. 
Miss McFerrin succeeds Leroy Duyck. 
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High, wall-protecting backguards; flush 
cooking tops; deep well-rounded front 
panels; heavily insulated, counter-bal- 
anced folding cover tops; round-cornered 
chrome finished burner pans; counter-bal- 
anced, heat-retaining oven doors; roller- 
bearing utility drawers; enclosed recessed 
bases; automatic safety oven lighters; 
faster, more economical oven burners; 
faster, more economical top burners; aud- 
ible oven heat controls; new, double-ac- 
tion broilers; new time reminders, lamps, 


and condimentsets of ultra-modern design. 


| This IS the Range You Wanted... 


We said the new 1939 Detroit Jewel and 
Garland Gas Ranges would give you 


everything you've asked for. We thought 


we had built just that kind of range; now 


we know! The first showing of these new 
models brought an instant response: a 
flood of orders that is increasing every day! 
That means that these new Detroit Jewel 
and Garland Ranges are selling; and they'll 


sell for you too! 


Write, wire, or phone for catalog and 


complete information. 


DETROIT-MICHIGAN STOVE CO. + DETROIT 
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Members of the Executive Committee of the Southwestern Gas Measurement Short 

Course at a luncheon meeting, University of Oklahoma, Norman. Left to right (around 

the table): J. H. Satterwhite, G. B. Lane, C. A. Gibson, Gilbert Estill, R. L. Rountree, 

J. H. Page, Fay C. Walters, L. G. Rheinberger, Dean W. H. Carson, D. A. Sillers, 
W. R. McLaughlin, Max K. Watson, Earl Kightlinger and R. M. Scofield. 


LANS for the 1939 school of the 

Southwestern Gas Measurement Short 
Course were made at a meeting of the 
executive committee at Norman, Okla.., 
January 23. 

Dates for this year’s short course 


Measurement Short Course 
To Be Held April 18-20 


were definitely set for April 18, 19 and 
20.. The school will be conducted. at 
the ‘College of Engineering, University 
of Oklahoma, at Norman. It is spon- 
sored annually by that organization, 
assisted by the Corporation Commis- 


oe 


pound. Catalog on request. 


HE regulator here shown is pref- 
erable, in remote, out-of-the-way 
places, to one of the lever type, as it 
protects itself against tampering or in- 
jury by weather. Its compact, light- 


weight design reduces handling and installation costs. 


Equipped for high pressure, it reduces from 300 pounds 
to any desired pressure between 10 and 50 pounds. 
For low pressure, reduces from a maximum of 50 


pounds to any outlet pressure not exceeding one 


FULTON 
SPRING-TYPE 
REGULATOR 


The CHAPLIN-FULTON MFG.CO. 
28-40 PENN ave DYDD virrsource. PA. 
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sion of Oklahoma, Railroad Commis- 
sion of Texas, Kansas Corporation 
Commission, Oklahoma Utilities Asso- 
ciation, Natural Gas Department, 
American Gas Association and Natural 
Gasoline Association of America. 

L. G. Rheinberger, Sinclair Prairie 
Oil Co., Tulsa, general chairman, pre- 
sided during the morning session and 
Fay C. Walters, Panhandle Eastern 
Pipe Line Co., Kansas City, Mo., chair- 
man of the program committee, pre- 
sided in the afternoon. 

Other members of the executive com- 
mittee are: Dean W. H. Carson, Uni- 
versity of Oklahoma, Norman, chair- 
man banquet, entertainment and local 
arrangements committee; Miss Kate A. 
Niblack, Oklahoma Utilities Associa- 
tion, Oklahoma City, chairman regis- 
tration and publicity committee, both 
from Oklahoma; R. D. Hanley, Mag- 
nolia Petroleum Co., Dallas, chairman 
publications committee; R. L: Roun- 
tree, United Gas Pipe Line Co., Hous- 
ton, chairman exhibits committee, both 
of Texas; Earl Kightlinger, Arkansas- 
Louisiana Gas Co., Shreveport, La., 
chairman practical methods committee. 

Other committee members are: E. M. 
Myers, Oklahoma Corporation Com- 
mission, Oklahoma City; William F. 
Lowe, secretary, Natural Gasoline As- 
sociation of America, Tulsa; J. H. Sat- 
terwhite, American Meter Co., Tulsa; 
G. W. McCullough, Phillips Petroleum 
Co., Bartlesville, and C. A. Gibson, 
Cities Service Gas Co., Bartlesville, all 
of Oklahoma; J. H. Page, Kansas Cor- 
poration Commission, Wichita, Kan.; 
E. H. Poe, secretary, natural gas sec- 
tion, American Gas Association, New 
York City; W. R. McLaughlin, Pitts- 
burgh Equitable Meter Co., Dallas; 
G. B. Lane, The Foxboro Co., Dallas; 
Max K. Watson, Canadian River Gas 
Co., Amarillo; and R. M. Scofield, 
Lone Star Gas Co., Dallas, al! of Texas. 

The next meeting of the general com- 
mittee will be held at Tulsa, Okla., 
March 13, when the program will be 
presented for final approval. 
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Here is What You Should Do 
In Those Sales Situations 
(Answers to Questions on Page 44) 
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New Gas Manager at Pecos 


T. W. Corr, who has been associated with 
the Southern Union Utilities Co. for about 
10 years, has been appointed district man- 
ager of the company with headquarters at 
Pecos, Texas. Mr. Corr succeeds Harvey 
Beauchamp. 
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The New Way to increase your Automatic 
Gas Water Heater Volume. Selling through 
Vision and conversation. You'll be surprised 
how easily it works. 


SALES 
CAMPAIGN 


DESIGNED TO SELL 
ANY MAKE OF 
AUTOMATIC GAS 
WATER HEATER 


“Sales Maker’’—a Book of attractively illustrated 
pages—with easel—in a genuine cowhide zipper 
binder. Each sheet pictures a universal use of 
Hot Water—a new sales approach based on 
scientific selling—these pictures hold attention 

. create interest and the desire to own an 
Automatic Gas Water Heater. 


The Sales Maker In 
Action. You will 


marvel at its appeal. 


“Sales Planner”—a training course that will make your © 
sales organization click! A positive HIT. It helps your 
Supervisors to help your Salesmen, and too, will increase 
their earnings, as well as yours. 


“Sales Finders’’—a complete array of Sales Promotion Literature con- 
sisting of a Mailing Campaign of 14 attractive mailing cards. Folders and 
Enclosures—a series of attractive folders that create interest and keep the 
prospect’s interest alive between your salesmens calls. Newspaper “AD” 
Service—a new series of eye catching, human interest newspaper advertise- 
ments in various sizes to meet your requirements. 


Send for complete campaign NOW — and put it to work 


Pittsburg offers the most complete line of laboratory 
tested and approved Automatic Gas Water Heaters 
to meet every Hot Water demand. 


PITTSBURG WATER HEATER CORP. 


PITTSBURGH, PENNSYLVANIA 


Mid-West Sales Conference 


(Continued from Page 40) 


Agee brought stimulating thought to 
bear upon the C.P. range in suggest- 
ing “The Sky’s the Limit” if the C.P. 
range is sold in line with its superior 
qualities. In the course of his sales 
demonstration he pointed out how valu- 
able it is to the industry to bring 
furniture stores, hardware stores and 
neighborhood stores into the promo- 
tion plans for the C.P. range as only 
through these outlets can the story of 
the range be carried to the millions 
who now know nothing about it. 
Tieing-in advertising, L. H. Rosen- 
berg of Lord & Thomas, Chicago, in an 
address, “Outside Looking In on ithe 
Utility Advertising,” showed how the 
gas industry must create an advertis- 
ing appropriation that is comparable to 
that used in other fields, a representa- 
tive percentage of the gross sales fig- 
ures—if the industry is not satisfied 
with sales results. By taking figures of 
various companies on their percentage 
of sale to groSs-revenue and comparing 
these to their advertising appropria- 
tion, he demonstrated how far short 


the gas industry falls 
in its advertising 
program when com- 
paring it with the 


aa 


Pulchritude, Pens, and 
Perfectos gathered 
around the registration 
desk at the Mid-West 
meeting. 


* 


appropriations of 
other industries. 


A C.P. skit en- 
titled, “What’s Watt 
—a C.P. Candid 


Playlet on a Rangey 
Subject,” produced 
by H. D. Valentine, 
The Peoples Gas 
Light & Coke Co., 
and enacted by himself and two mem- 
bers of the dramatic club of the gas 
company, closed the first day of the 
conference. 

The aforementioned Whiting Wil- 
liams was the opening speaker on the 
second day. R. L. Towne, Surface Com- 
bustion Corp., Toledo, while compli- 
menting the gas industry on what it 
had accomplished in connection with 
direct heating, pointed out how much 
better the job could be with the better 
training of salesmen and through as- 
signing salesmen specifically to the 
task of selling direct heating. 

H. J. Schaul, Westchester Lighting 
Corp., Mt. Vernon, N. Y., in a talk, 
“Gas For New Homes,” showed how 
important it is for the industry to pro- 
tect its basic load by going after the 
business in the new home market. 

In giving a push to the 1939 Elec- 
trolux sales program, R. J. Ruther- 
ford, Worcester Gas Light Co., chair- 
man A.G.A. Refrigeration Committee, 
outlined plans for the 1939 campaign 


and announced also a reduction in 


PREVENT Hot Water Tank 
EXPLOSIONS 


Snap Opening 


| Relief Valves 


Your surest protection against dangerous temperatures or pressures 
in domestic hot water tanks is a Klixon Relief Valve. Operated by 
a scientifically calibrated thermostatic disc, a Klixon Relief valve 
snaps, instantly, into full opening position, giving quick and posi- 
tive protection against explosions. Available for pressure, tem- 
perature or both, Klixon Self-Closing Relief Valves are low in 
cost and easy to install. Write for new complete bulletin. 


SPENCER THERMOSTAT CO., ATTLEBORO KLIRON 


MASSACHUSETTS 
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the prices on some Electrolux models. 

Two western women, Gladys Price, 
Southern California Gas Co., Los An- 
geles, chairman of the A.G.A. Home 
Service Committee, and Marguerite 
Scrogge, Southern Counties Gas Com- 
pany, Santa Monica, next brought a 
very fine Home Service demonstration. 


A Water Heating forum .followed 
this with F. M. Rosenkrans, A. P. 
Lewis, B. T. Franck, W. G. McKie and 
C. A. Nash taking part. One, Ray Fen- 
ton (Peoples Gas Light & Coke Co.) in 
whose Bulgarian restaurant the forum 
ostensibly took place, supplied a much 
appreciated comedy element. 


Space allotted to this article is prac- 
tically used up, but it cannot go to 
press without adequately presenting 
the story of the Home Service Confer- 
ence held on the closing day under the 
able chairmanship of Lucile M. Hall, 
Michigan Consolidated Gas Co. 


In a question period Harry Swenson, 
The Peoples Gas Light & Coke Co., 
Arthur Blitz, Wisconsin Public Service 
Corp., and Kenneth W. Brown, Mil- 
waukee Gas Light Co., took the floor to 
answer many questions shot at them on 
kitchen planning. 

Betty Boyle, The Gas Service Co.., 
Kansas City, presented a skit entitled, 
“A Water Heater Home Call,” enacted 
by Betty Jane Reeves and Jane Mar- 
shall of the same company. 


Mary Louise Hurster, Laclede Gas 
Light Co., St. Louis, speaking on 
“Wider Home Service Contacts” told 
what her company was doing to reach 
the men of St. Louis with home service 
demonstrations. 

The subject of establishing closer co- 
operation between the home service 
and service departments was handled 
by Geo. E. Ludwig, Supt. of Service, 
Michigan Consolidated Gas Co., Grand 
Rapids. (See Page 33.) 

Gladys Price made stimulating re- 
marks about closer cooperation be- 
tween the sales managements and Home 
Service. 150 people attended the lun- 
cheon which concluded with talks by 
Vera Carter Ault, Public Service Co. 
of Colorado, F. M. Houston and L. W. 
Johnson. 

F. M. Houston took advantage at the 
conference of the opportunity to an- 
nounce and call for the support of 
Home Service Departments in behalf 
of the nationwide survey that will be 
undertaken through home service to 
establish facts on the acceptance of 
modern gas cookery. 

In conclusion — sincerely yours —. 
with a P.S. to the effect that we forgot 
to say that the duties of presiding over 
the general meetings were shared by 
L. W. Johnson, E. R. Felber and E. G. 
Peabody. 
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NNOUNCIN IMPORTANT NEW CONTRIBUTION 
A TO THE GAS INDUSTRY 


LIFETIME GUARANTEE 
ON GAS BURNERS 


GUARANTEE 
COVERS 
TOP BURNERS, 
OVEN AND 
BROILER 
BURNERS 


AMERICAN STOVE COMPANY 


CLEVELAND ... NEW YORK... PHILADELPHIA ...SAN FRANCISCO 
BOSTON ...LOS ANGELES... ST. LOUIS... ATLANTA... CHICAGO 
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Sacific LINE’ 


lwenty-six years of 
manufacturing gas heating and 
ventilating equipment is a fac- 
tor... but more than that is the 
satisfaction customers express 
after they have bought and 
used PACIFIC. xx Another thing 
...PACIFIC is the most complete 
line of gas heating equipment 
manufactured in the West. Qual- 
ity features such as PACIFIC 
Multi-Tubular Burner and 
completely welded, leak-proof 
heating element assure the user 
years of economical and satis- 
factory service... backed by a 
firm with over a quarter cen- 
tury reputation for fair dealing. 


BE SPECIFIC...SAY PACIFIC 


These ArG.A. approved units are 
recommended by leading engineers, 
architects and builders: Gas Circu- 
lating Heaters, Wall Heaters, Floor 
Furnaces, Gas Steam Radiators, Grav- 
ity and Blower Furnaces, Forced-Air 
Units, Overhead Units, Duct Fur- 
naces, Blowers and Water Heaters. 


C 


GAS RADIATOR CO. 


1740 West Washington Blvd. 
LOS ANGELES, CALIF 
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P. C. G. A. Holds Technical 


Meeting, March 23-24 


of the Pacific Coast Gas Association 
will be held March 23 and 24 in the 
auditorium of the Southern California 
Gas Co., Los An- 
geles, Calif. The 
tentative program 
includes 19 re- 
ports, according to 
H. G. Laub, South- 
ern California Gas 
Co., and chairman 
of the Technical 
Section. Dr. Irving 
Krick, Krick 
Weather Service, 
California Institute 
of Technology, will 
be the featured speaker on the General 
Sessions program on Friday morning. 
His topic will be, “Three Dimensional 


Weather Analysis.” 


The meeting will be conducted by 
the four major technical section com- 
mittees in round-table discussion. Un- 
der the Production Committee, Chair- 
man A. R. Baily, Coast Counties Gas 
and Electric Co., there will be one 
paper by Arthur Bridge and Fred 


Hough, Southern Counties Gas Co. 


Seven papers will be given on 
the Transmission Committee program, 
under Chairman S. S. Donaldson, 
Southern California Gas Co. These pa- 
pers will be offered by B. G. Williams, 
Southern California Gas Co.; John 
Pugh, Pacific Gas and Electric Co.; 
E. D. Howe, University of California, 
Berkeley; John Rodgers, Ingersoll- 
Rand; Arthur Hill, Pacific Gas and 
Electric Co.; C. F. Briscoe, Southern 
California Gas Co.; and C. R. Davis, 
Montana Power Co., and R. M. Wain- 
wright, Montana-Dakota Utilities Co. 


Distribution committee contributions 
will come from W. C. Mosteller, South- 
ern Counties Gas Co.; H. C. Bell, Linde 
Air Products Co.; Norman Hoff, South- 
ern California Gas Co.; and Frank 
Wills and G. H. Briggs, Pacific Gas and 
Electric Co. C. P. de Jonge, San Diego 
Consolidated Gas and Electric Co., is 
Distribution Committee chairman. 

Under the Utilization Committee, M. 
A. Richford, chairman, papers will be 
presented by James Dresden. Public 
Service Co. of Colorado; William Ray, 
General Controls; M. A. Richford, Pa- 
cific Gas and Electric Co.: H. A. John- 
stone. Southern California Gas Co.; J. 
G. Williamson, Southern California 
Gas Co.: and John Mueller and Arthur 


Sipe Spring Technical Conference 


H. G. LAUB 


Theobald, Payne Furnace and Supply 
Co. 

The paper by Mr. Wills is published 
in this issue of GAS on page 28. 

The Pacific Coast Gas Association 
has planned a Spring Sales Conference 
to be held in the auditorium of the 
Southern California Gas Co., Los An- 
geles, on March 30 and 31. 


Peoples Gas Revenues Gain 
Following Rate Increase 


The annual 1938 financial report of the 
Peoples Gas Light and Coke Co., Chicago, 
issued recently to stockholders, shows a gain 
in revenues as a result of a rate increase 
put into effect in 1938. The statement 
showed that the net income was $1,627,323, 
equal to $2.48 a share, not including $2,140,- 
301 accrued from the rate increase. In 1937 
the net income was $2,424,725, or $3.65 a 
share. Revenues from gas sales in 1938 in- 
creased 2.91 per cent, totaling $40,462,775. 
If the rate increase had not been put into 
effect, gas sales revenues would have been 
3.87 per cent less than in 1937. 


George A. Bengel, Illinois 
Utility Manager, Dies 


George A. Bengel, vice president and man: 
ager of the Springfield division of Central 
Illinois Light Co. and president of Spring- 
field Transportation Co., died suddenly at his 
home in that city, January 29. 

Mr. Bengel was employed in various capac- 
ities by the Illinois Power Co. and its prede- 
cessor companies from 1909 to 1933, when he 
was elected president of the Springfield 
Transportation Co., formerly a part of Illinois 
Power Co. In September, 1938, he returned 
to the Central Illinois Light Co. as vice presi- 
dent and division manager. 

m 


J. H. Morrell Named Treasurer 
of Niagara Hudson Corp. 


James H. Morrell, assistant controller of 
the Niagara Hudson Power Corp., New York 
City, has been elected treasurer to succeed 
W. Paxton Little, who has retired. Pierre L. 
Touchette, who has been assistant treasurer, 
replaces Mr. Morrell as assistant controller, 
also continuing his former duties. The Nia- 
gara Hudson corporation controls and dis- 
tributes gas through the New York Power & 
Light Corp., Hudson Valley Fuel Corp., and 
Central New York Power Corp. 


a mw 
David L. Edelmuth Appointed 


David L. Edelmuth, major appliance man- 
ager for the Associated Merchandising Corp. 
of New York, has been elected vice-president 
and general sales manager of the Cleveland 
Cooperative Stove Co., Cleveland, Ohio, 
James Mitchell, president of the company, 
announced last week. He assumes his new 
duties March 1. 
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Over 200 Delegates Attend Eighth 


Annual L. P. G. A. Convention 


of new sections, increased mem- 

bership and work of several com- 
mittees was reported to the Eighth An- 
nual Convention of the Liquefied Pe- 
troleum Gas Association, Inc., during 
its National Convention at the Biltmore 
Hotel, Oklahoma City, Okla., February 
20, 21 and 22. It was the largest and 
most important convention since or- 
ganization of the Association, officers 
reported. Approximately 200 delegates 
attended from 26 states stretching from 
the Atlantic to the Pacific and from the 
Gulf of Mexico to the Canadian border. 

In his annual report at the opening 
business session Walter F. Verkamp, 
president of the Association for the 
past year, stated that Eastern and Pa- 
cific sections had been formed during 
that period, and committees on regula- 
tions, membership, advertising and pub- 
licity, finance and manual, had been 
appointed and were functioning. 

The committee on regulations, the 
retiring president stated, had been the 
mouthpiece of the Association in sev- 
eral conferences with state and nation- 
al regulatory bodies and had secured 
cooperation from them, most of the 
state fire marshals and the National 
Fire Protection Association. This com- 
mittee, of which retiring President Ver- 
kamp is chairman, is composed of 10 
members who met February 17-18 in 
Oklahoma City and worked out sug- 
gested regulations which will be an- 
nounced later. 


Secretary's Report 
F. R. Fetherston, New York City, 


secretary-treasurer of the Association, 
in his report at opening business ses- 
sion, suggested certain revisions of the 
organization to meet expanding activi- 
ties, referred to continued development 


FE ot eon sn through organization 


By CRAIG ESPY 
Assistant Publisher, GAS 


of the rules during 1938 relating to 
safe storage and handling of liquefied 
petroleum gas, and stated that interests 
of the industry had been brought be- 
fore proper committees of the Amer- 
ican Gas Association. 

Secretary-Treasurer Fetherston fur- 
ther reported that the Association took 
membership in the National Fire Pro- 
tection Association, made substantial 
progress in organizing new sections, in 
expanding the work of the sections, and 
was on a sound financial basis. He 
stated, however, that the Association 
does not intend to limit its activities to 
regulatory matters but to expand to as 
many activities as are necessary as rap- 
idly as finances will permit. He sug- 
gested that the membership classifica- 
tion be changed to admit additional 
classes of members. 

W. L. Hauck, of Oakmont, Pa., chair- 
man of the membership committee, re- 
ported that 62 new members had been 
brought into the Association during 
the past year. 

Upon suggestion of L. C. Roney, of 
Los Angeles, secretary of the Pacific 
Coast section, it was voted to recom- 
mend to the executive board honorary 
memberships in the Association for 
Frank Page, of San Francisco, chief 
engineer, Industrial Accident Commis- 
sion of California, and W. E. McGin- 
nis, general manager, Board of Me- 
chanical Engineers, of Los Angeles, in 
recognition of their cooperation in 
matters affecting regulations for the 
industry in California. 

The business session Monday after- 
noon closed with announcement of the 
election of the following members of 


the executive board of the Association 


for 1939: 


Class A—-W. A. Naumer, Carbide and Car- 
bon Chemicals Corp., New York City; H. E. 
Thomas, Phillips Petroleum Co., New York; 
F. B. Boice, Shell Petroleum Corp., St. Louis, 
Mo.; W. G. Bach, Skelgas Co., Kansas City, 
Mo.; Paul H. Zook, Sloan & Zook Co., Kane, 
Pa.; J. E. Balsley, Standard Oil Co. of Cali- 
fornia, San Francisco. 

Class B (Above Ground Systems)—A. N. 
Kerr, Imperial Gas Co., Los Angeles, Calif.; 
J. Woodward Martin, Lone Star Gas Co., 
Dallas, Texas; W. F. Verkamp, Verkamp 
Corp., Cincinnati, Ohio. 

Class B (Below Ground Systems)—G. A. 
Burrell, Atlantic States Gas Co., New York 
City; Ward Talcott, American Gas Service 
Co., Pittsburgh, Pa.; M. E. McKay, Hydro 
Gas Co., San Antonio, Texas. 

Class C—W. L. Hauck, Wm. B. Scaife & 
Sons Co., Oakmont, Pa. 

Class D—C. L. Parkhill, Parkhill-Wade, 
Los Angeles, Calif. 

Class E—E. L. Mills, Bastian-Blessing Co., 
Chicago, IIl. 

Class F—Gilbert Woodill, Ensign Carbure- 
tor Co., Huntington Park, Calif. 


An address on “Servicing Equipmertt 
in the Customer’s Home,” prepared by 
John K. Koeneman, Southwest Gas 
Corp., Ltd., Barstow, Calif., was read 
by F. R. Fetherston. 


Brooders Discussed 


H. Emerson Thomas, Philgas De- 
partment, Phillips Petroleum Co., New 
York City, read an address prepared 
by P. A. Anderson, Utilities Distribu- 
tors, Inc., Portland, Me., in which he 
presented the many advantages of gas 
heat for brooders over coal and wood 
stoves. Stronger broods of chickens 
could be raised, he stated, where tem- 
peratures only were controlled in the 
brooders and no effort was made to 
heat the entire brooder house. 
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C. L. Parkhill, Parkhill-Wade, Los 
Angeles, stated that liquefied petroleum 
gas is being transported for great dis- 
tances in California, has proved suc- 
cessful and economical for use in in- 
ternal combustion engines, and for fuel 
in buses operated in Los Angeles and 
other Pacific Coast cities. 

At the noonday luncheon, Monday, 
presided over by W. F. Verkamp, Stan- 
ley W. Foran, writer, radio commenta- 
tor and advertising man, of Dallas, 
Texas, quoted many statistics to show 
the commercial and cultural supremacy 
of the United States under our system 
of constitutional government based on 
individual liberty, capitalism and ma- 
chine production. 

Delegates also attended a noonday 
luncheon Tuesday at which Kenneth 
R. D. Wolfe, Fisher Governor Co.. 
Marshalltown, Iowa, presided. 

At the opening of Tuesday’s sessions 
E. D. Graham, of the Oklahoma Cor- 
poration Commission and _ former 
president of the North American Gaso- 
line Tax Conference, spoke on recom- 
mendations of that organization rela- 
tive to liquefied gases. He promised 
cooperation of that organization and 
the Oklahoma Corporation Commis- 
sion with the Liquefied Petroleum Gas 
Association in working for such regu- 
lations and legislation. 

Use of butane has increased by leaps 
and bounds, particularly in California, 
F. E. Fisher, Skelly Oil Co., Tulsa, 
Okla., pointed out. He declared that a 
majority if the companies now have 
very definite standards, but that some 
of the smaller companies make no ef- 
fort to meet such standards, and per- 
mit use of appliances not adapted to 
liquefied petroleum gas uses. He 
stressed advantages of these fuels for 
use in tractors, and long distance trans- 
portation, especially at high altitudes. 
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The fuel has great possibilities in re- 
frigeration, especially for use in small 
cold storage plants in isolated com- 
munities, also for use in drilling and 
pumping operations, the speaker de- 
clared. 

W. C. Buttner, Bastian-Blessing Co.., 
Chicago, discussed the various types of 
stoppage due to freeze-ups and pre- 
sented a number of remedies for these 
evils, including the injection of alcohol 
in regulators and tanks under certain 
conditions. 

Operators and distributors should 
carefully consider costs of operating, 
including provisions for sales promo- 
tional programs, advertising and fin- 
ancing, Otto H. Kohl, Butane Gas Co., 
Cedar Rapids, Iowa, pointed out. If 
rates are too low proper service can- 
not be given, he declared. 


Officers Installed 


New officers previously chosen by 
the executive board were installed at 
the opening of the Tuesday afternoon 
session. They are: J. Woodward Mar- 
tin, Lone Star Gas Co., Dallas, Texas, 
president, succeeding Walter F. Ver- 
kamp; W. A. Naumer, Carbide and 
Carbon Chemicals Corp., New York 
City, first vice-president; C. L. Park- 
hill, Parkhill-Wade, Los Angeles, 
Calif., second vice-president; and F, R. 
Fetherston, New York City, re-elected 
secretary-treasurer. 

President Martin, in his opening re- 
marks, stated that the official board of 
the Association now more truly repre- 
sents the entire nation than since he 
joined the Association, there being one 
vice-president on the Atlantic and one 
on the Pacific Coast. 

G. E. Stedman, formerly head of the 
marketing department of Cramer-Kras- 
selt Co., Milwaukee, Wis., and vice- 
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president National Research Bureau, 
Chicago, discussed weaknesses of the 
industry in marketing and merchandis- 
ing methods and presented the results 
of a survey which show almost unlim- 
ited possibilities for expansion of the 
liquefied petroleum gas industry in the 
United States. The survey disclosed, he 
said, that out of 29,000 farm homes 
surveyed as of November, 1938, 86 per 
cent desired more modern conveni- 
ences and 68 per cent desired gas ap- 
pliances. A survey made by the speak- 
er of 877 towns and communities re- 
veals that out of 461 which responded 
to inquiries, 396 wanted some form of 
gas service. He said that he interviewed 
100 gas utility companies and that a 
large percentage of them were inter- 
ested in cooperating with the liquefied 
petroleum gas industry in extending 
gas service to these non-gas towns. 

“Turn the Faucet for Increased Rev- 
enue’ was the subject of an address by 
Roy R. Johnson, assistant sales man- 
ager, John Wood Manufacturing Co.., 
Conshohocken, Pa., in which he pre- 
sented the necessity of selling refrig- 
eration and water heating as a supple- 
ment to the basic gas cooking load. He 
said that the liquefied petroleum gas 
industry is competing with wood, coal, 
oil and electricity, and even the sun, 
and that to keep its cooking load it 
must expand through proper selling 
and service methods and sane rate 
structures to the refrigeration and wat- 
er heating fields. He declared that the 
industry can successfully compete with 
electricity through such methods. He 
said that the industry should learn the 
utility standpoint and seek cooperation 
of gas utilities. 

R. L. Edwards, distributor, Pitts- 
burg Water Heater Corp., and vice- 
president, Hydro-Gas Co., San Antonio, 

(Continued on Page 64) 


Seated in the front row the Liquefied Petroleum Gas Association officers and directors are (left to right): M. E. McKay, E. L. Mills. 
D. D. Purrington, F. B. Boice, H. E. Thomas, W. F. Verkamp, retiring president, C. L. Parkhill, J. Woodward Martin, incoming presi- 
dent, W. A. Naumer, F. R. Fetherston, A. N. Kerr, G. W. Bach and W. L. Hauck. 
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Butane System Will Serve ANNOUNCING 
Colorado River Project 


ETROLANE, LTD., of Long Beach, 

Calif., has completed and put into 
operation a butane system for the Colo- 
rado River Irrigation Project near Par- 
ker, Ariz. 

The plant consists of a 4,000 gal., 
135 lbs. per sq. in. working pressure, 
API-ASME Code storage tank and a 
vaporizing unit capable of generating 
750 cu. ft. per hour of 3000 B.t.u. gas 
which is distributed through mains at 
12 in. water pressure. 

The vaporizing unit is made up of a 
vertical exchanger connected to a hot 
water heater with a thermo syphon cir- 
culating system. Pressure is reduced in 
two stages after leaving the heat ex- 
changer. The plant has a master meter 
with a PV recorder, which gives a rec- 
ord of line pressure and rate of gas 
made. The water heater, vaporizer and 
instruments are housed in a wood 
frame corrugated iron building, with a 
fire wall between the water heater and 
the balance of the equipment. 

Provision was made to shut off auto- 
matically liquid supply and continue 
the operation from the tank vapors in 
case of failure in the heating circuit. 

The plant was installed to care for 
a new village built by the United States 
Indian Service to house and provide 
working quarters for the engineers and 
office force in charge of the construc- 
tion of the new irrigation project which 
is now under way. 


The village provides housing for 17 
families as well as office quarters, and 
dormitory and mess hall for the single 
men. Each building is equipped with 
an air conditioning system that fur- 
nishes cooling in the summer and heat 
in the winter. The heating and venti- 
lating equipment was built by Baker 
Ice Machine Co. using Pacific Gas 
Radiator Co. duct type heating units. 
These units range from 60,000 to 180,- 
000 B.t.u. input, and temperature con- 
trol is automatic. 


Each dwelling is provided with a 
modern low oven type gas range hav- 
ing a broiler, a top griddle, oven ther- 
mostat,-and completely equipped with 
pilot light, clock, electric light and con- 
diment holders. The stoves are vented 
from both the oven and top compart- 
ments, which insures a comfortable 
kitchen even in the hottest weather. 

Hot water is provided for by auto- 
matic tank storage heaters of the Pa- 
pico type built by Continental Water 
Heater Co. 

The mess hall uses a Wedgewood 


heavy duty, two-oven restaurant range | 


with both open top and griddle sec- | 


tions. 

Gas consumption to each house is 
measured through cast iron meters 
built by the American Meter Co. 


Provision was made for expansion | 


of the system to take in the old Indian 
Agency headquarters, located close to 
the new village. 

The construction of the project is 
under R. I. Rupke, chief engineer for 
the Colorado Irrigation District, and 
the design and installation of the bu- 


tane plant was under the supervision of | 
Harold W. Wickstrom, consulting en- | 


gineer of Los Angeles. 

a x 
Shellane Representatives 
Hold Two-Day Convention 


TWO-DAY convention for salesmen and | 
distributors of the Shellane department | 


of Shell Petroleum Corp. was held in Mason 


City, Iowa, January 30 and 31. Approxi- | 


mately 250, from Iowa and southern Minne- 
sota, attended. 
New advertising and sales promotion ideas, 


new utilization equipment and appliances | 


were subjects of discussion at the various 
sessions. Principal speakers were J. A. Felder 


of St. Louis; K. R. D. Wolfe, Fisher Gover- | 


nor Co., Marshalltown, Iowa; K. S. Gray, 
Detroit-Michigan Stove Co.; H. M. Taylor, 
Ruud Manufacturing Co. of Cedar Rapids, 
Iowa; F. B. Boice, sales manager of Shellane 
department, St. Louis, Mo.; R. E. Williams, 
assistant manager of- Shell advertising de- 
partment. B. G. Symon, St. Louis, presented 
awards for accomplishment to winning dis- 
tributors and salesmen. 

Leaders of the various sessions were dis- 
trict managers A. W. Kyndberg, Cedar Rap- 
ids; C. B. Acox, Carroll, lowa, and D. B. 
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Imperial Gas Co. to Add 
New Facilities in Tucson 


Contracts have been awarded for the erec- | 
tion of a bulk storage plant at Tucson, Ariz., | 


for the Imperial Gas Co., Los Angeles, Calif. 
Sufficient storage is being installed to take 
care of tank car deliveries of Rock Gas, and 
facilities are to be provided for filling cylin- 
ders. The added facilities will enhance the 
company’s domestic service. 


Bunn Appointed by A.P.L. 


George P. Bunn, Phillips Petroleum Co., | 
1939 | 


Bartlesville, Okla., has been named 
chairman of Group Two, sub-committee on 
natural gas (wet or dry) of the American 
Petroleum Institute’s division of production 
central committee on measuring, sampling 
and testing natural gas and natural gasoline. 


THE NEW 


PEERLESS 


Liquefied Petroleum 
Gas Catalog 
No. 39L 


| —which 


introduces one of the 

most complete lines of Heating 
Products for use with the Liquefied 
Petroleum Gases. 
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FLOOR FURNACES 


Catalog No. 39L is devoted entirely 
_to Liquefied Petroleum Gas Heat- 
ing Products. 


Write for a Catalog and 
Price List TODAY 


Peerless Manufacturing 
Corporation 
Louisville, Ky. 
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Carry pyytWe® 
every 
for every propane gah 


Kerotest Fittings of heavy design are 
the work of master craftsmen and com- 
prise a complete line of S.A.E. flare 
crosses, tees, elbows, unions, and nuts 
for your copper tube installations of 
propane gas. 

Each one is individually inspected to 
insure smooth, finished seats and clean- 
cut threads —then individually pro- 
tected by cardboard ferrules and care- 
fully packed in strong, iron bound 
boxes,—your assurance of receiving 
them in factory-perfect condition. 

e 
KEROTEST MANUFACTURING COMPANY 
Pittsburgh, Pa. 
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For BUTANE Gas 
You Can Rely On 


BARBER 


Appliance 


_ BURN ERS 


No. S. P.-15 Barber Burner 
with Safety Pilot 


Any gas-burning appliance can be equipped with 
a Barber Burner with special drilied jets to meet 
the requirements of Butane Gas. Servicing and 
backfiring are eliminated. There’s a proper, re- 
liable Barber unit for every size and type of 
appliance — and Barber means top efficiency. 
Write for complete literature, prices and dis- 
counts on the Barber line of Conversion Burners, 
Appliance Burners, Controls and Regulators. 


The Barber Gas Burner Co. 


3704 Superior Avenue Cleveland, Ohio 


HANDBOOK 
BUTANE-PROPANE 


— GASES 


CONTENTS: Semi-Bulk Distribution: Use of Butane 
in Buses: Combination Propane Operated Utility 
Plant: Use in Internal Combustion Engines: Design 
& Installation of Storage: Supply from Petroleum 
Refineries: Engineering Data on the Lower Olefins: 
Domestic Appliance Testing and Utilization: Eco- 
nomical Comparisons with Coal, Oil, Electricity, 
Producer Gas, Manufactured Gas: Town Plants: 
Manufacture from Natural Gas: Special Uses: Vol- 
ume Correction Factors: Transportation: Use with 
other Gases: Analysis & Testing: Properties of 
Mixtures: Bottled Gas Distribution: Bibliography: 
Central Plant Directory: Catalog Section. 
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SECOND 
EDITION 


415 Pages 


Postage 


We pay the postage on orders accompanied by remittance 


Published by West- 


ern Business Papers, 
Inc., publishers of 
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OIL & GAS 
Equipment Review, 
810 S. SPRING ST. 
Los Angeles, Calif. 
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Illinois Bottled Gas Co. 
Holds Sales Meeting 


VER 300 Dri-Gas dealers and their wives 
attended the annual convention of the 
Illinois Bottled Gas Co., which was held at 
Hotel Congress in Chicago, February 16, to 
discuss ways and means for making 1939 the 


‘“Banner Sales Year” for the company. Dele- 


gates from Illinois, Wisconsin, Indiana, Ohio, 
Michigan, Iowa, and Kentucky attended the 
meeting. 

B. D. Geroy, sales manager of the company 
with main headquarters in Chicago, presided 
over the meeting. He introduced Edward N. 
Nelson, president of the company, who 
brought special greetings to the dealers, and 
J. D. Harper, vice-president, who discussed 
plans for making 1939 the banner year. In 
this connection Mr. Geroy outlined the com- 
plete promotional drive which will be put on 
by the company during the year. 

The following speakers appeared on the 
program: H. J. Olsen, Ruud Water Heater 
Co.; H. A. Goodwin, The Bastian-Blessing 
Co.; Frank Parker, Round Oak Stove Co.; 
E. R. Hollingsworth, F. K. Lawson, and 
Carl Sorby, The Roper Corp.; Tom Grant, 
American Radiator and Standard Sanitary 
Corp.; Gene McDonald, Servel, Inc.; Fred 
Suchland, Quincy Stove Co.; and W. H. 
Althoff, West McHenry, III. 


South Bay Butane Co. Starts 
New Plant at Palm City 


Construction has been started recently on 
the new $3,500 plant and offices for the 
South Bay Butane Co. in Palm City, Calif. 
In addition to offices and show rooms, a 
4,000-gal. storage tank will be installed. 
The company, which is at present servicing 
about 75 customers in the South Bay Dis- 
trict, has been operating since November, 
1938, from a temporary location in Palm 
City. 

Members of the firm are B. R. McCarley, 
R. M. Gray and W. J. Morgan. 


Poethig Named Ass’‘t Sales 
Mor., Bastian-Blessing Co. 


E. L. Mills, vice president of the Bastian- 
Blessing Co., Chicago, has announced the ap- 
pointment of Robert Poethig as assistant 
sales manager in charge of the liquefied pe- 
troleum gas equipment division. Mr. Poethig 
has been engaged for many years in engineer- 
ing, manufacturing and selling equipment for 
use with high pressure gases. 


Canadian Gas Line Started 


Preliminary surveys are being made by 
Franco Oils, Ltd., for the construction of a 
pipe line from the Cardston gas field to the 
town of Raymond in southern Alberta, Can- 
ada. The company holds a franchise to serve 
natural gas to Raymond, and may distribute 
gas to other towns in southern Alberta. 


Oklahoma Co. Employe Dies 


Almond George Bloom, 69, representative 
of Oklahoma Natural Gas Co._at Shamrock, 
Okla., died January 22 at his home in Sham- 
rock. 
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“New Stargas’ Motion Picture 
Made by Lone Star Gas Co. 


HE LONE STAR GAS CO’S “New Star- 

gas” motion picture, depicting its rural 
gasification program, has been shown during 
the past year to approximately 10,000 per- 
sons, according to Woodward Martin, Stargas 
sales manager, in whose department the pic- 
ture was produced. The movie, which is 
about 30 minutes long, shows the production 
of butane gas from the drilling of the gas 
wells to its utilization in modern gas appli- 
ances in rural homes. 

Presentation of the picture has not been 
confined to New Stargas districts, but has 
been shown to several Texas schools and 
colleges, and has been sent out of the state 
to the convention of the Liquefied Petroleum 
Gas Association in St. Louis, the Natural Gas 
Division of A.G.A. convention in New Or- 
leans, National Safety Council in Chicago, 
Rochester Gas and Electric Corp., Roches- 
ter, New York, and the Empire State Gas 
and Electric Association in New York City. 

Mr. Martin, Feild Foster, John Severs and 
Charles Wheeler have alternately presented 
the picture and monologue describing the 
phases of Stargas service. 


Community Natural Makes 
Appointment of Supervisors 


L. B. Denning, Jr., vice-president and op- 
erating manager of Community Natural Gas 
Co. and Texas Cities Natural Gas Co., Dallas, 
has announced the appointment of O. B. 
Nettles as sales supervisor of the Waco 
division of the two companies. H. M. Brad- 
ford, Jr., who has divided his time between 
the Waco and Corsicana divisions, will have 
full-time supervision of new business activi- 
ties in the Corsicana division under the di- 
rection of L. M. Scholl, division superin- 
tendent. 

Mr. Nettles, formerly new business solicitor 
for Texas Cities Gas Co., will work under 
the direction of Waco division superintend- 
ent, C. V. Allin. 
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Gas is Found in New 
Oklahoma Area 


The test gas well being drilled by the 
Grand River Natural Gas Co. on the Big 
Horse anticline near Vinita, Okla., has pro- 
duced results which indicate natural gas in 
large quantities may be found in this area. 
W. J. Schoonmaker of New York City, pres- 
ident of the company, is conducting the 
operations, and Floyd Foster of Vinita, Okla., 
is the drilling contractor. Geologists S. F. 
Peterson, Vinita, and John A. Fryer, Tulsa, 
located the drilling site. 


Swink Named to Missouri 
Natural Managerial Post 


J. M. Swink of Farmington, Mo., has been 
appointed manager of the Missouri Natural 
Gas Co.’s branch at Fredericktown, Mo., ac- 
cording to an announcement by Earle F. 
Potter, general manager. The Missouri Na- 
tural Gas Co., with headquarters in Farming- 
ton, is a subsidiary of Utilities Power and 
Light Corp., Chicago, Ill. 


BUTANE - PROPANE News 


An increase in the company’s business in 
Fredericktown during the past year has 
necessitated the appointment of Mr. Swink 
as local manager. 


Peerless Mig. Co. Pamphlet 
Describes Butane Equipment 


Peerless Manufacturing Corp., Louisville, 
Ky., offers a 10-page illustrated bulletin on 
liquefied petroleum gas heating equipment. 
The pamphlet is divided into three parts, one 
dealing with radiant heaters, one with circu- 
lators, and the third with floor furnaces. 
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Royalty Named Manager of 
West Texas Co. at Odessa 


R. L. Royalty, employed for over five years 
by the West Texas Co. at Levelland, Texas, 
has been appointed manager of the com- 
panys Odessa, Texas, branch, according to 
an announcement by Clinton Lacky, district 
manager at Midland. Mr. Royalty succeeds 
O. E. Reed, who has been transferred to Mid- 
land as district superintendent. 

Charles Duvall, manager of the company 
at Post, has been appointed to succeed Mr. 
Royalty at Levelland. The transfers become 
effective February 1. 
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EASE OF HANDLING 
IS AHACKNEY PLUS VALUE 


In addition to proved dependability, Hackney cylinders provide the addi- 
tional economies and advantages of easier, lower cost handling and storing. 
And maximum strength has been combined with minimum weight. 

The ventilated foot-ring, of the cylinder illustrated, is curled in at the bot- 
tom—designed to absorb shock without danger of damage to the cylinder. 
The valve protecting collar, shown at the left, is welded in place, providing 
ample protection. The two seamless shells are butt-welded by the Hackney 
process which assures absolute dependability. 

There are several types of Hackney containers for the storage and ship- 
ping of Propane and Butane. Write for complete information today. 


There is no obligation. 


PRESSED STEEL TANK COMPANY 


208 S. LaSalle St., Rm. 1185, Chicago 1363 Vanderbilt Concourse, New York 
666 Roosevelt Building, Los Angeles 1463 South 66th Street, Milwaukee 


Contacnerr for Gases, Liquids and Solids 
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Texas Co. Builds Hydrogen 
Sulphide Removal Plant 


N the fall of 1929 the Southern 

Union Utilities Co.* started the con- 
struction of a main line from the Tow- 
er McKanna and Continental Univer- 
sity wells at Bakersfield for the pur- 
pose of serving gas to the town of 
McCamey, Texas. This line, originat- 
ing in canyon breaks near “The Old 
Spanish Trail,” was laid 26 miles to 
McCamey with one crossing through 
the Pecos River; gas being delivered to 
the town for consumption on Christmas 
Eve of the same year. 

A short time after this, the gas began 
to show signs of containing hydrogen 
sulphide, which was not evident at the 
time the wells were connected. This 
concentration of hydrogen sulphide in- 
creased to such an extent that in 
December, 1931, the supply had to be 
abandoned. At this time a connection 


*From an article by Harvey Beauchamp, 
district manager, West Texas District, South- 
ern Union Utilities Co., Dallas, which was 
published in Southern Union News, Decem- 
ber, 1938. 


was made to the then Texas Public 
Service Co., Texon-Girvin line. This 
was sweet gas, containing a very small 
percentage of hydrogen sulphide. In 
the latter part of 1936 this gas began 
to show signs of being sour to the 
extent that there was a noticeable odor 
when the gas was burned, increasing 
to such an extent by 1938 that the 
company installed a treating plant for 
removing the hydrogen sulphide. 
This plant, designed by the Koppers 
Co., consists of four metal tanks, each 
being 9 ft. in diameter and 7 ft. high, 
and each containing 12,500 lbs. of iron 
oxide sponge, especially manufactured 
for natural gas purification by Con- 
nelly Iron Sponge & Governor Co., 
Chicago, and 90 gals. of water. The 
connections to the tanks are in a mani- 
fold form, arranged in such a manner 
that any of the tanks may be operated 
in any position in the series; or any 
one or more of the tanks can be taken 
out of the operating series without 
affecting the operation of the remain- 
ing tanks. Continued operation causes 


CONNELLY 


LOW COST 
NATURAL GAS PURIFICATION 


ONNELLY now offers an iron oxide 
sponge especially developed for natu- 
ral gas purification. 
A patented product of extra high capacity, 
this new sponge meets every requirement 
for removing hydrogen 6 ec from natu- 


ral gas at a minimum initia 


outlay and with 


minimum maintenance expense and operat- 


CONNELLY 


Engineering Service 


ing attention. 
The extremely high capacity permits han- 
dling sour natural gas for long periods 


The facilities of the Connelly without revivifying the sponge. A well- 


laboratories, with a background 


fe 
of over 60 years in the develop- known gas company who has used tnis 
ment of materials and equipment sponge in its treatment plant for months 


for gas purification, are at your 
service. We are equipped to make 


reports, ‘It offers a satisfactory and reli- 


a thorough study and analysis of able means of insuring sweet gas.” 


your purification problems and 
make unbiased recommendations, 
and you are invited to make use 
of this service without cost or 
obligation. 


CONNELLY 


CHICAGO, ILLINOIS 


Write us for full information 
about this new sponge and send 
us your purifying requirements. 
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the oxide to become contaminated with 
the sulphide that is being removed 
from the gas. At such time as this con- 
tamination reaches the point that oper- 
ation is no longer efficient, it will be 
necessary to clean the oxide by era- 
tion, after which the oxide can be re- 
used. This xration is accomplished by 
simple exposure to the air of the con- 
taminated iron oxide. An interesting 
feature of this process is that while the 
contaminated iron oxide is being er- 
ated, it must be wet at frequent inter- 
vals to prevent spontaneous combus- 
tion on account of the tremendous 
heat generated. The plant is also 
equipped with a traveling block sus- 
pended from a framework above the 
tanks for the handling of the tops of 
the tanks which are removable, each 
top being held in place by 36 11-in. 
bolts. 

The incoming gas to the plant at 
this time contains approximately 60 
grains of hydrogen sulphide per 100 
cubic ft. The outgoing or treated gas 
has a concentration of less than one- 
half of one grain of hydrogen sulphide 
per 100 cubic ft. (1 grain = 1/7,000. 
of a lb.). 

At the present time the plant has 
been in operation for seven months, 
during which time it has not been 
necessary to either clean or change the 
arrangement of the tanks in the series. 
Although this plant has only béen 
operated for a relatively short period, 
it is felt from the experience to date 
that it will be a satisfactory and re- 
liable means of insuring sweet gas for 
the customers. 
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Second Unit of A.G.A. Sales 
Course Gets Under Way 


Helping People Decide on Gas Appliances, 
text book for the second unit in the A.G.A. 
course in sales cooperation now being offered 
to gas company employes, has been distrib- 
uted. The booklet explains by means of sam- 
ple dialogues how employes not in the sales 
department can help increase the use of gas 
service and customer goodwill. 

The sales cooperation course, which was 
started the latter part of November, is divid- 
ed into three units: 1. Telling people about 
gas service; 2. Helping people decide on gas 
appliances; 3. Making contacts help sales. 
The purpose of the course is to back up the 
company sales program with employe coop- 
eration through customer contacts. 


Edwin W. Ehmann Passes 


Edwin W. Ehmann, a past president of the 
Pennsylvania Gas Association, died suddenly 
in Philadelphia January 6. Prior to becom- 
ing an official of the Philadelphia Electric 
Co., which position he held at the time of his 
death, Mr. Ehmann was an engineer-with the 
Fulton County Gas and Electric Co., Glovers- 
ville, N. Y. 
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CAPO PE Pt IILDING 


PROTECTED 
PERFECTED 


.. BY cLeam BAS OVENS . . 


INCE 1856, San Franciscans have enjoyed French Bread and Rolls 
from the ovens of the Parisian Baking Co., San Francisco, managed by 
L. J. Hillou. Three direct-fired Dutch ovens supply French bread for most 


of the city’s stores. Two indirect-fired peel ovens bake those famous Parisian 


rolls served in practically all San Francisco restaurants. These ovens are, 
of course, gas fired. * In “‘soaking’’ the Dutch ovens and indirect firing of 
the peel ovens, GAS is far easier to regulate. But, most important to bakers, 
gas is clean. * Bakeries, large and small, find definite profit in converting 


aise eed 2 


ovens to gas firing. Your Gas Company engineers are prepared to make 
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specific recommendations. Cali on them for advice. 


CLEAN ~- CONTROLLABLE ~- DEPENDABLE - ECONOMICAL 


THE MODERN FUEL 


WHEN THERE 
ARE BAKERS jy 
THE AUDIENCE 
WE SPOTLIGHT 

THE CLEANLINESS 
OF GAs 


P.C.G. A. MARCH COMMITTEE 


H. L. Farrar, President { 9 2 9 A. C. Joy, P. G. @ E. 


Clifford Johnstone, Managing Div. J. S. Spaulding, So. Calif. Gas Co. 
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Line up for profits in ‘39 


RASER 


GAS HEATING EQUIPME 


POL AOE PRRIRS 


NEEDS NO BASEMENT 
Fraser Cabinet furnace— 


easy installation—get ex- 
tra business with this unit! 


ALSOo— 
@ TUCK-A-WAY FURNACES 
@ BASEMENT FURNACES 
@ FLOOR AND WALL FURNACES 
@ CIRCULATING HEATERS 
@ FURNACE FANS AND FILTERS 


IT PAYS YOU TO SELL AND INSTALL 
THIS SUPERIOR EQUIPMENT 


MANUFACTURED BY 
FRASER FURNACE CO. 
STOCKTON, CALIFORNIA 
DISTRIBUTORS 
H. R. BASFORD COMPANY 


425 Second St. 911 S. Grand Ave. 
San Francisco Los Angeles 


An Easier Way 
to Recondition Pipe Lines 


You can recondition your pipe lines this 
season at lower cost with No-Ox-ld and No- 
Ox-Idized wrappers. These coatings are avail- 
able for cold hand application. Crews do not 
need to bother with heating kettles or pour- 
ing cans. Yet No-Ox-ld arrests all corrosive 
action under the film. 

Don't overlook the basic economy of No- 
Ox-id in preserving gas holders, tanks, and 
other steel equipment. Write today. 


DEARBORN CHEMICAL COMPANY 
310 South Michigan Ave., Chicago, Ill. 


Los Angeles 


NOG XID TRinity 3385 
IRON: RUST 


San Francisco 


iduecnniet@eraieniiiae 421 Bryant st. 
SUtter 8688 
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L. P. G. A. Holds Convention 


(Continued from Page 58) 


Texas, recalled some of his pioneering 
tribulations in the liquefied petroleum 
gas industry in his section. He 
struggled with small explosions, fires, 
leakage and pressure problems and, 
largely through experimentation, work- 
ed out solutions for these problems and 
now has several thousand installations 
in his section and in Mexico. He ad- 
vocated closer cooperation between 
manufacturers and dealers and declar- 
ed that at the present time only five 
per cent of rural homes have butane 
gas service, 


Vinton Potter, sales manager, Okla- 
homa Natural Gas Co., Tulsa, Okla., 
pointed out, as assistant regional man- 
ager of certified performance range 
program of the Association of Gas Ap- 
pliance and Equipment Manufacturers, 
that the manufacturers are now getting 
ready to put out C. P. gas ranges adapt- 
ed to use of liquefied petroleum gases. 
He cited the vast field for securing new 
and permanent loads for the industry 
through sale of these ranges, in which 
are incorporated the best features of 
products of all gas range manufac- 
turers. He also called attention to the 
advertising help the America Gas As- 
sociation is prepared to give the indus- 
try in selling these ranges. 

During part of Tuesday afternoon’s 
session, Mark Anton, Suburban Gas 
Co. of New Jersey, first president of 
the Association and who served from 
1930 to 1934, presided. 

A feature of the session was presen- 
tation of the $25 award for the best 
emblem of the industry, to George W. 
Gray, of the Verkamp corporation. The 
board of directors, at a later meeting, 
will select from among all of the em- 
blem ideas submitted, or from a com- 
bination of these ideas, an emblem to 
represent the mobility and convenience 
of liquefied petroleum gases. 

After the close of the session, the 
Midwest Section of the Association met 
and re-elected last year’s officers for 
the ensuing year. They are: 

Kenneth R. D. Wolfe, Fisher Gover- 
nor Co., Marshallton, lowa, chairman; 
Charles Russell, Thermogas Co., Inc.., 
Des Moines, Iowa, vice-chairman; and 
K. W. Rugh, Phillips Petroleum Co., 
Detroit, Mich., secretary. The Fall 
meeting of the Midwest Section will be 
held at Des Moines, Iowa, about the 
middle of September. 


The meeting place for the next an- 
nual convention of the Liquefied Petro- 
leum Gas Association will be named by 


the board of directors at its Spring 
meeting. 

A number of interesting and well- 
arranged exhibits were displayed on 
the lobby floor of the Biltmore Hotel 
by manufacturers, distributors and 
dealers. Companies having such ex- 
hibits included: 

Smith Meter Co., Milwaukee, Wis.; 
Detroit-Michigan Stove Co., Detroit; 
Servel Electrolux, Evansville, Ind.; 
Hydro Gas Systems, San Antonio, Tex- 
as; L. C. Roney, Inc., Los Angeles, 
Calif.; Bastian-Blessing Co., Chicago, 
Ill.; Fisher Governor Co., Marshall- 
town, Iowa; Pittsburg Water Heater 
Co., Pittsburgh, Pa.; The Tappan Stove 
Co., Mansfield, Ohio; American Meter 
Co., Inc., New York; George D. Roper 
Corp., Rockford, Ill.; Southwest Fac- 
tory, Oklahoma City, Okla.; Pittsburgh 
Equitable Meter Co., Pittsburgh, Pa.; 
Black, Sivalls & Bryson, Oklahoma 
City, Okla.; Gas Equipment Co., Dal- 
las, Texas; Cahill Company, Chatta- 
nooga, Tenn.; McNamar Boiler & Tank 
Mfg. Co., Tulsa, Okla.; The Crosby 
Co., Buffalo, N. Y.; Butane-Propane 
News, Los Angeles, Calif. 

A number of the delegates, Wednes- 
day forenoon, were taken on a trip 
through the Oklahoma City oil and gas 
fields, as guests of the Phillips Petro- 
leum Co. Places visited included the 
Katy Booster Station, the Oklahoma 
plant, and a manufacturing plant pro- 
ducing propane and butane, all prop- 
erties of the petroleum company. 
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Mid-West Gas Ass’n To Meet 
In Des Moines, April 10-12 


The 34th annual convention of the Mid- 
West Gas Association will be held April 10, 
11 and 12 at the Hotel Fort Des Moines, Des 
Moines, Iowa. Officers of the Association are: 
S. D. Whiteman, Sioux Falls (S.D.) Glass 
Co., president; F. J. Gunther, Iowa-Nebraska 
Light and Power Co., Lincoln, Neb., first 
vice-president; C. B. Dushane, American 
Meter Co., Chicago, second vice-president: 
and R. B. Searing, Sioux City, Iowa, secre- 
tary and treasurer. 
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G. O. Lockwood Resigns 

G. 0. Lockwood, safety director of Cities 
Service Oil Co., Empire Pipe Line Co., and 
Cities Service Gas Co., all of Bartlesville, 
Okla., has resigned to become safety engi- 
neer for the Continental Casualty Co., Tulsa. 
Mr. Lockwood has been with the Cities Serv- 
ice company for nine years. In his new posi- 
tion he will assist in planning safety pro- 
grams for oil companies who are clients of 
the casualty company. 


pepe an 


65 


G TO 


THE FAIR 7 


HER HLL EME? 


j 

\ 

/ 

: 
7 


COURT of the SEVEN SEAS 


Queers TO THE FERRIES 


ELEPHANT 
TOWER 


De ke Re “gees cae OTL GO. Pe Rae ee 


IN THE CENTER 
OF EVERYTHING 


Whether you come by auto, on the bridge, 
or by ferry, to the Golden Gate Interna- 
tional Exposition on Treasure Island in 
San Francisco Bay, you will want to start 
at the center of things. That means you 
will enter through the Portals of the 
Pacific to the Court of Honor and the 
Tower of the Sun. The Electricity and 
Communications Building and the P. G. 
and E. Exhibit are immediately to the 
left. A handy place to meet your friends, 
leave appointment messages, write letters 
to friends near and far, and see the color- 
ful exhibit of your gas and electric com- 


pany. 
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4 Meet your friends at 


the P. G, and E, Exhibit 


on Treasure Island 


There are many happy months ahead for all Califor- 
nians with a World’s Fair right at home. Of course, 
you will go many, many times. You will plan to meet 
friends and relatives to see what’s new, educational 
and entertaining on Treasure Island in San Francisco 
Bay. 


Accept our invitation to use the P. G. and E. Exhibit 
in the Electricity and Communications Building right 
by the main gate . . . Portals of the Pacific... asa 
meeting place to keep appointments. See the colorful 
and entertaining exhibit this company has created for 
your pleasure. Courteous attendants will be on hand 
to assist you. 


Make use of this newest P. G. and E. service. 


P-G-auF: 
PACIFIC GAS AND ELECTRIC Co. 


G293-339 
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24 makers 
of automatic 
gas water heaters 
standardize on 


for non-rust tanks 


Everdur Metal is The American Brass 
Company's high-strength copper- 
silicon alloy. The trade-mark “EVER- 
DUR"”’ is registered in the United 

States Patent Office. 3947 


THE AMERICAN BRASS COMPANY 
(;ener @litta WW] ae mel ‘ 
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A Water Gas Substitute 


(Continued from Page 29) 


the exact time of the arrival of natural 
gas at each location so that the mixing 
could be started without loss in pres- 
sure or failure to deliver the proper 
mixture. Meeker burners adjusted for 
short sharp cones on manufactured gas 
and a long flame without cones on nat- 
ural gas were used to detect the change 
from one gas to the other. 

The details of the schedule and or- 
ganization for the operations from the 
wells to the various stations were quite 
complete and rather exacting. However, 
where similar conditions exist a care- 
fully prepared schedule and organiza- 
tion for the period that the natural gas 
is being brought in is important al- 
though it may seem unnecessary to the 
practical men. 

Although mixtures of natural gas 
and air can be used as a substitute for 
carburetted water-gas and the appara- 
tus used proved satisfactory, it is advis- 
able in conclusion to point out certain 
precautions: 

1. A careful survey of the customers’ 
appliances by experienced change-over 
men should be made. This survey 
should not only note the type, models, 
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ENSIGN 


ENSIGN GAS CARBURETORS 
are available for all makes of 
internal combustion engines 


A “Minneapolis-Moline Model 
K.U.A. Power unit with ENSIGN 
Gas Carburetion Equipment in- 
cluding an ENSIGN Gas Filter. 


“ENSIGN Gas and 
Combination Gas and 
Gasoline Carburetion 
Equipment is stand- 
ard with all large manufac- 
turers of power units. 


GAS CARBURETION 
EQUIPMENT 
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and conditions of appliances and 
change-over materials needed but the 
pressure conditions, the character as 
well as the uniformity of the adjust- 
ment that prevails throughout, and the 
proper locations for mixing stations 
and pressures occurring at these points. 

2. Actual field tests (not labora- 
tory) upon appliances as found and 
selected during the survey, to determine 
the B.t.u. of the mixture best suited 
and such preliminary work on custom- 
ers’ appliances as may be needed be- 
fore the change-over is started. 

3. The mixing apparatus should be 
calibrated for the conditions under 
which it is to be used. 
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Oklahoma Ass’n Changes 
Dates for Annual Meeting 


Dates for the 1939 annual convention of 
the Oklahoma Utilities Association were 
changed from March 20 and 21 to April 
3 and 4, at a meeting of the Association 
board of directors in Tulsa. It was found 
that the earlier dates conflicted with the 
Southern-Southwestern Regional Gas Sales 
Conference of the Southern Gas Association 
and the A.G.A. to be held March 20-24 at 
Havana, Cuba, and aboard ship enroute. 

It was learned that quite a delegation of 
zas men from Oklahoma will attend the 
Havana meeting. 

Chairmen for the Gas and Electric Divi- 
sions of the Oklahoma Utilities Association 
to serve for the ensuing year also were 
elected at the Tulsa meeting. These were 
W. L. Woodward, president, Zenith Gas 
System, Inc., of Alva, chairman of the Gas 
Division (re-elected) and R. W. McClure, 
president Oklahoma Power and Water Co., 
Sand Springs, chairman of the Electric Divi- 
sion (re-elected). 
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Moscow Has Gas Filling 
Station for Automobiles 


The first gas filling station for automobiles 
operating on gas instead of gasoline, built 
recently in Moscow, Russia, is to be supplied 
with gas by the Moscow Gas Works through 
a pipe line connecting the gas works with the 
station. Several experimental lorries, operat- 
ing on gas, are already in use, and more will 
be turned out soon by the Institute of Re- 
search in Autotraction. 


Lockeford Seeks Natural Gas 


A committee of property owners has been 
formed at Lockeford, Calif., to confer with 
officials of the Calaveras Cement Co. near 
San Andreas, regarding natural gas service 
for Lockeford. The cement company is con- 
templating constructing a pipe line to bring 
natural gas to its plant from Rio Vista, and 
it is hoped that the line may be extended to 
Lockeford. 
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Southern Gas Association and Sales 
Conference to Convene This Month 


[  OMBINING business with pleasure is the aim of the joint meeting 

of the Southern-Southwestern Regional Gas Sales Conference, 
sponsored by the commercial section and Southern Gas Association’s 
1939 convention, which will be held in the form of a cruise to 
Havana on board the S.S. Rotterdam, March 19-24. The Holland- 
America luxury liner’s seven passenger decks furnish for amusement 
a gymnasium, outdoor and indoor swimming pools, sun deck for 
sports, glass-enclosed promenade deck, and a movie theater. 

The business sessions, which take place on Monday, Thursday and 
Friday, will be convened at the sound of a bugle. The first general 
meeting will be opened by H. G. Bonner, president of Southern Gas 
Association, and will be conducted by Vice President W. H. McInnis. 
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Conrad N. Lauer, president of the A.G.A., will head the list of | 


prominent speakers, which includes R. W. Carney, Coleman Lamp 
and Stove Co., Wichita, Kan.; Carl Sorby, George D. Roper Corp., 
Rockford, Ill., and Elmer Wheeler, president, Tested Selling Institute, 


New York. Meetings will be held by the Industrial Sales, Residen- | 


tial Sales, Technical and Home Service sections, each division hav- 
ing two two-hour sessions. 

In addition to the business of the convention, the program in- 
cludes deck tennis contests for both men and women, women’s bridge 
tournament, dancing, horse races and concerts. Tuesday and Wednes- 
day, March 21 and 22, will be spent in Havana sightseeing. 
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Gas Service Co. Executives Hold 
Business Meeting in Kansas City 


A meeting of managers, new business managers, new business 
supervisors and superintendents of the Gas Service Co., Kansas 
City, Mo., was held recently at the Kansas City Club, Kansas City. 
Thomas F. Kennedy and James M. Patton from the New York 
new business department office spoke at the meeting. 

A review of the department’s business during 1938 was presented 
by F. M. Rosenkrans, new business manager, who stated that ap- 
pliances valued at more than $2,400,000 had been sold, and that the 
departments would operate in 1939 under a similar sales program. 


Cy C. Young, assistant business manager, presented a discussion of | 


the C.P. range. 


Other speakers were B. C. Adams, vice-president and general | 


manager, and J. R. Abercrombie, assistant secretary-treasurer. 


L. J. Mueller Furnace Co. Offers 
Booklet on Duct and Fittings Line 


L. J. Mueller Furnace Co. of Milwaukee, Wis., offers a complete | 


line of Prefabricated Duct and Fittings for forced-air and air-condi- 
tioning installations. The line includes three systems of fittings—the 
Mueller Stack Branch System, the Mueller Duct Branch System, the 


Mueller Round Branch System. Each has its distinct advantage from | 


an installation standpoint. 

Mueller systems have definite capacity ratings. The frictional 
equivalent of each fitting with standard roughing-in dimensions is 
given in the regular catalog literature. 
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University of Illinois Stages 
First Air Conditioning Broadcast 

What is reported as the first broadcast of a discussion of air- 
conditioning problems, was placed on the air over WILL, the Uni- 


versity of Illinois 5000-watt station, Urbana, Ill, February 14. 
The series will be known as Home Heating and Cooling. The 


discussions will be offered every Tuesday afternoon throughout the | 


remainder of the school year and will be given by members of the 
teaching and research staff of the Department of Mechanical Engi- 
neering. The material presented will be leveled at the home 
occupant. 
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Pittsburgh Equitable Meter Publishes 
Raybould Coupling Booklet 


Pittsburgh Equitable Meter Co., Pittsburgh, Pa., has published a 
12-page perforated bulletin describing the Raybould Fittings and 


Couplings, which are now being distributed solely through the Pitts- | 


burgh company. The pamphlet is printed in two colors and contains 
numerous illustrations and tables dealing with the products. 
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determine successful 
Gas Control Performance 


REYNOLDS has more than forty-five years 
experience in the Gas Control Field, working out, 
designing, building and testing gas regulators, and 
the result: More than a million regulators in use 
throughout the world, meeting all requirements 
and giving successful performance. 


REYNOLDS Service Regulators are built to 
meet the specific requirements necessary in service 
regulation. They are guaranteed to give the high 
quality of performance you demand over years of 
operation with a minimum upkeep. Below are a 
few characteristics of the different Models 10, 20 
and 30. 


MODEL 10 


Dead Weight or Spring Type, with or without 
Mercury Seal, or Dead Weight Safety Seal. All 
working parts are so accessible as to be inter- 
changeable without removal from pipe line. 
Available with removable spring. 


MODEL 20 


Dead Weight or Spring Type, with or without 
Mercury Seal, or Dead Weight Safety Seal. All 
working parts are so accurate as to permit com- 
plete interchangeability in shop. 


MODEL 30 


For Horizontal or Vertical connections, with 
or without removable valve pockets. Available 
with either Spring or Dead Weight adjustment. 
With or without Mercury or Dead Weight 
Safety Seal. Available with removeable spring. 


GAS CONTROL SINCE 1892 


REAMMUSS GAS REGULATOR OO 


ANDERSON INDIANA U.S.A. 
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Analyzing the Mass Market 


(Continued from Page 31) 


“5. A number of installations have 
been made in the homes of automatic 
users who, because of the depression, 
have been forced to discontinue auto- 
matic service. 


“6. A survey discloses that the great 
majority of installations have been 
made in the poorer sections of the 
city. We offer this as proof that the 
service is going into the homes of the 
low use customers for whom it was 
intended. 


“7. This heater has revolutionized 
the water heater interest of our sales 
people, not only on this heater alone 
but on water heating equipment in 
general. 


“8. A large percentage of installa- 
tions are made by local plumbers 
which condition has contributed sub- 
stantially to their business and ob- 
tained much good will for our com- 
pany. 

“9. A study of service costs on this 
heater shows them to be very low. The 
Fall River Gas Co. of Fall River, 
Mass., started their faucet heater ac- 
tivity in 1936, and their results to date 
have been outstanding. In a 1937 sur- 
vey of service costs their analysis, in- 
cluding time, material and automo- 
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bile expenses for all service calls, 
shows the annual average service cost 
per unit to have been as high as $1.05 
in the early days of 1936 when the 
heater was in the experimental stage. 
This figure has rapidly decreased how- 
ever until today, with over 2000 instal- 
lations, they have an average annual 
cost per unit of about 21144¢. We find 
that our costs are running just about 
the same.” 


There is one point more that needs 
to be stressed, and that is—as Mr. Mc- 
Creery has stated above—promoting 
the single-point heater definitely stimu- 
lates the sale of the conventional stor- 
age type. The Blackstone Valley Gas 
and Electric Co. sales figures on stor- 
age heaters furnish the proof: 


Year Aut. Storage Sales 
1933 100 
1934 100 
1935 220 
1936 380 
1937 466 
1938 408 


In conclusion, I submit that it has 


been clearly shown that there is: (1) 
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A typical kitchen sink automatic water 
heater installation in a lower income 
bracket home, Fall River, Mass. 


water-heating load obtainable in the 
mass market, (2) that aggression 
among this group stimulates more sales 
of the regular automatic storage type 
and (3) the public likes the idea. 
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Detroit-Mich. Stove Names 
Jones Oklahoma Manager 


Ammon Jones, formerly in the sales office 
of Gas Service Co., Wichita, Kan., has been 
appointed Oklahoma district manager of the 
Detroit-Michigan Stove Co., Detroit, Mich., 
it was announced by John C. Pankow, di- 
rector of sales of the Detroit-Michigan com- 
pany. Mr. Jones has taken up residence in 
Tulsa where headquarters will be maintained. 

The appointment was covered in a news 
item appearing in the February issue of 
G AS under a head which erroneously stated 
that Mr. Pankow had been appointed to the 
Oklahoma post. 
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Benjamin Whiteley Passes 


Benjamin Whiteley, former vice president 
and treasurer of the Consolidated Gas Co., 
which is now the Consolidated Edison Co. of 
New York, Inc., died recently at the age of 
78. Mr. Whiteley joined the Consolidated 
system in 1899, and served as assistant comp- 
troller, treasurer, and vice president and 
treasurer. He retired in 1929. 

= ss 


Bay St. Louis To Have Gas 


Bay St. Louis, Miss., has granted a con- 
tract to the Littrell Construction Co. of 
Opelousas, La., to install natural gas dis- 
tribution: system in that city. The system 
will be completed in about four and a half 
months, and will cost approximately $188,800. 
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The Kitson G-450 Valve (for pressures 
up to 125 lbs. per sq. inch) affords the 
most effective connection between ser- 
vice, regulator and meter. 


It's positive in action and being double- 
seated is gas-tight under all conditions 
and adjustable to all pressures. 


Its easy to align, too— never binds. 
Self-cleaning feature prevents clog- 


ging. 


Makes for low installation and mini- 
mum maintenance costs. 


Immediate delivery in these sizes: %°x%”—1"xl"— 
1Y4"x¥%4"—1%4"x1"—2"x2". Complete information and 
prices on request ... no obligation. 


KITSON 


HIGH PRESSURE SERVICE 


GAS 
VALVE 


KITSON COMPANY 


2409-15 Westmoreland St. Philadelphia,Pa. 


Kitson Safety Devices Quality Brass Goods 
(Lovekin Patents) for for Gas, Water 
Domestic Water Heaters and All Plumbing Uses 
ESTABLISHED /897 
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BEST .... SELLERS 


ON BOTH SIDES OF THE TRACKS 


SELF-ACTION Storage Gas Water Heaters 


Whether it be the big house on the hill-top or the modest bungalow on | 
the other side of the tracks, there's a HOTZONE to supply every kind 
of demand for automatic hot water service . . . satisfactorily . . . ever- 
increasing your domestic load. | 


Every HOTZONE has the luminous flame burner with 100%, safety shut- 
off .. . low cost, silent operation . . . trouble-free service. HOTZONE'S 
beauty appeal is also a major selling aid, while its consistent depend- | 
ability never fails to make it a popular favorite with gas companies and 
their consumers. 


Remember, there's a type and size to fit every domestic requirement. 
Write for details today. 


Welsbach Company 


Gloucester City, N. J.—Branches—Chicago, San Francisco | 
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Chilson Pipe-Locators 


—were developed at the request of a 
major Gas Company for an instru- 
ment rugged, compact, and simple 
to operate, 

They purchased over 20 sets. How 
many do you need? They are now 


available to all. 


Descriptive Literature 


Chilson Instrument Co. 
305 West Eighth Street 
Los Angeles, Calif. 


Gas on Parade at the Fair 
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(Continued from Page 25) 


hibit, which has a boiler rated at 350 
cu. ft. per hour. 

There are a number of forced air 
furnaces in use by the various exhibi- 
tors which range from 60,000 B.t.u. 
unit heaters to 200,000 B.t.u. furnaces. 
Practically all of the larger exhibits 
are heated by warm air or hot water 
systems. 

The water heating load varies from 
20,000 B.t.u. heaters to large booster 
tvpe heaters of 150,000 B.t.u. per hour. 
Hot water heaters are in use by nearly 
all of the exhibitors and all of the res- 
taurants. Cooking load varies from or- 
dinary domestic ranges to the large 
kitchens which have as high as eight 
restaurant ranges. Many of the kitch- 
ens have gas-fired dish-washing ma- 
chines. There are about 15 large res- 
taurants capable of accommodating 
several hundred persons at a time, and 
the load on some of these restaurants 
runs as high as 800 cu. ft. per hour. 
In addition to the larger restaurants 
there will be about 100 concession 
stands serving a variety of hot dogs. 
sandwiches, beans and other quick 


INDUSTRIAL 
GAS BOILERS 


Plain tubular ..... % to 10H.P. 
Water Leg tubular .. 
HE Flueless ...... 


ASME Code for 100 Ibs. S.W.P., also for higher pressures. 
Non-electric Low Water Cut-offs for all types of boilers. 
P. M. Lattner Mfg. Company 
CEDAR RAPIDS 


5 to 45 H.P. 
1 to 18 H.P. 


IOWA 
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THERMO ELECTRIC SAFETY CON- 
TROL FOR GAS BURNING 


APPLIANCES 


BOILERS * FURNACES * CONV 
BURNERS * SPACE HEATERS * UNIT 


HEATERS * 


AIR CONDITIONERS 


OVENS * RANGES * WATER HEATERS, 


ETC 


MILWAUKEE GAS SPECIALTY CO. 


GAS VALVE 
SERIES 500 


MILWAUKEE 


* 


ELECTRIC SWITCH 


WISCONSIN SERIES 600 


lunches. The load on these concessions 
runs from 20 ft. to 50 ft. per hour. 


Out in the “Gayway” at the Snake 
Pit gas is used to warm water, and the 
water in turn is emptied into a small 
pit to keep the snakes warm. 


The old time engine that runs around 
in the “Cavalcade of the West” is fired 
by natural gas which comes into a fire- 
box through a nozzle. The gas is 
turned on and allowed to burn in the 
firebox until enough steam pressure is 
built up for the engine to make its 
run. 


Another interesting gas appliance at 
the gas exhibit is a high pressure gas 
are which works on 5 lbs. pressure and 
gives off an excellent light. 


At this writing a Humphreys low 
pressure 5-mantle gas arc is being test- 
ed, and if the tests prove satisfactory a 
considerable number of the lights may 
be purchased and placed at strategic 
points on the Island in order to be 
used for emergency lighting in case of 
power failure. 

s 8 


Pacific Meter Works Names 
Hawkinson Ass‘t Manager 


K. C. Tomlinson, 
San Francisco mana- 
ger of the Pacific 
Meter Works of the 
American Meter Co., 
has announced the 
promotion of Ernest 
R. Hawkinson from 
ofice manager to as- 
sistant manager. Mr. 
Hawkinson has been 
with the American 
Meter Co. 11 years, 
holding successively 
the positions of cost 
accountant and office manager. For the past 
five years he has also been supervisor of pro- 
duction in the San Francisco plant. 


E. R. HAWKINSON 


Montana Fair to Feature 


Natural Gas Exhibits 


A building for gas and oil and mineral 
industries’ displays has been constructed on 
the North Montana State Fair grounds at 
Great Falls, Mont. One-half of the building 
will be used for gas and oil exhibits coming 
from all parts of the state, and the other 


half for the minerals industry. The fair 
this year will be held August 7-12. 


United Gas Names Manager 


Jasper L. Wilson of Troup, Texas, has 
been appointed local representative for the 
United Gas Corp., which operates the natural 
gas system in Troup. 
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Thermostat Companies’ Sales 
Organizations Consolidated 


[ | ONSOLIDATION of the sales organization of Robertshaw Ther- 

mostat Co., Youngwood, Pa., and its affiliate, the American Ther- 
mometer Co., St. Louis, Mo., has been announced by John A. 
Robertshaw, vice-president and general manager. Mr. Robertshaw 
also announced the election of H. T. Ryan as a vice-president. Mr. 
Ryan, formerly Robertshaw sales manager, will assume managerial 
duties relating to the activities of the two companies and another 
affiliate, Grayson Heat Control, Ltd., Lynwood, Calif. 

The merger of the sales organization resulted in the establish- 
ment of a number of new positions. T. T. Arden, formerly sales 
manager of American Thermometer Co., has been named sales 
manager in charge of domestic appliance control sales. Glenn Bow- 


man has been appointed manager of the East Central division; J. E. | 
O’Hagan, manager of the Central division; Frank Post, manager | 


of the Eastern division; and M. S. Unger, manager of the home 
office division and export manager. 

Sales of all three companies west of the Rocky Mountains will 
be handled by Grayson Heat Control, Ltd., under Louis H. Decker, 
manager at Lynwood, and Hal Singleton, sales manager. 

A new sales division for the three companies to market commer- 
cial and industrial controls has been created under the direction of 
Walter D. Crouch, sales manager. Mr. Crouch formerly served as 
manager of the Eastern division for the Robertshaw Thermostat Co. ; 
also as sales manager of the Industrial division. 


More Gas Indicated in Plugging 
Back in Oklahoma City Field 


Plugging back in the Oklahoma City oil and gas field has indi- 


cated possibilities of gas production in the upper horizons when 


deep oil has been depleted. 

Seven wells, thus far, have been reconditioned and recompleted 
for gassers in the north end of the field. The last semi-annual poten- 
tial tests taken in the Oklahoma City field showed for September- 
October period, 1938, that 104 wells had a potential of 478,406,000 
cu. ft. For the same period in 1937, 120 wells had a potential of 
542,496,000 cu. ft. Allowable production is up to 25 per cent of the 
potential. 

A recent survey of the Oklahoma City oil and gas field made by 


the Daily Oklahoman showed that, in the 10 years since the field was | 
discovered, it has produced, in round numbers, crude oil valued at | 


$458,035,000; gasoline, $23,400,000, and natural gas, $2,300,000, a 
grand total of $483,735,000. 
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Permit to Repressure Gas Well 
Sought by Process Oil Co. 


A permit to repressure and recycle gas from a well in the Agua 
Dulce pool of Nueces County, Texas, has been requested from the 
Texas Railroad Commission by the Process Oil Co. Permission was 
asked to lift gas from the 6400-ft. sand, or other horizons below the 
4800-ft. level, process it and return the residue to the 4800-ft. sand. 
A pressure not exceeding the virgin pressure would be built up in 
the process. R. D. Parker of the Process Oil Co., in making the 
request before the commission, stated that $160,000 had been in- 
vested in wells and an experimental plant on the property. 
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Income Tax Law and Returns 
Explained in 80-Page Booklet 


An 80-page booklet, Federal Income Tax Specimen Returns Com- 
pletely Worked Out for Filing in 1939, has been published by Pren- 
tice-Hall, Inc., New York City (price $1.00), telling taxpayers what 
the Federal income tax law is and how to prepare income tax 
returns. The booklet is divided into two parts, the first containing 
sample returns for 1938 filled out by both individuals and corpora- 
tions, and the second an explanation of the Revenue Act of 1938. 
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Regulator Construction Described 


The use of molybdenum iron and steel combined in the construc- 
tion of pressure regulators for the Reliance Regulator Corp., Alham- 
bra, Calif., is described in the November, 1938, issue of The Moly 
Matrix, house organ of the Climax Molybdenum Co., New York City. 
The article is illustrated by cutaway photographs and line drawings. 
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STREAM -FLOW REGULATION 


Minimizes Possible Regulator 
Freezing 


@ In this Type ’P” Reliance Regulator, a single stream- 
lined, self-centering valve mechanism floats in the 
stream flow and provides maximum capacity with mini- 


mum friction. 


@ Hundreds of these Regulators are eliminating many 


_ troubles at high pressure metering stations, by holding 


uniform pressures and insuring accurate measurement. 


@ Reliance Type “P” Regulators improve customer 
relations and reduce gas company losses. Expensive 
upkeep disappears. You can be sure of uniform. close 
control over a wide range of varying inlet pressures and 
volume demands, with practically no variation in outlet 
pressures when Regulators are operated within capacity 
range. Streamlined flow results in low body friction. 


Send for Bulletin No. 42 


RELIANCE REGULATOR CORPORATION 
1000 MERIDIAN AVENUE ALHAMBRA, CALIFORNIA 


Approximately 80 representatives of the Geo. D. Roper Corp. attend the company’s 
sales conference in Rockford, III. 


Roper Corp. Sales Meeting 


PPROXIMATELY 80 representa- 

tives of the Geo. D. Roper Corp. 
from all parts of the United States and 
Canada recently journeyed to Rock- 
ford, Ill., to attend the annual sales 
convention which opened January 4 
for a two-day session. Meetings were 
held at the factory salesroom and the 


Attended by 80 Delegates 


complete line of new 1939 Roper gas 
ranges was presented by F. K. Lawson, 
sales manager. Activities for the two 
days centered around the slogan, “It’s 
Roper Again for 1939.” 

The first day’s session opened with 
Mr. Lawson presiding. Mabon P. 


Roper, president, gave a brief address 


Send for free catalog today! 


at less cost for fuel with this rugged Combination 

Bench Furnace. Handles the largest soldering, sten- 
cilling and branding irons. Removable pot melts 22 Ibs. 
any low-fusion metal or alloy. Complete refractory-lined 
firebox ideal for heat-treating and case-hardening of 
carbon-steel tools, gears and parts. Side doors accom- 
modate long rods. Three Patented JOHNSON Direct Jet 
Bunsen Burners deliver intense heat without expensive 
blowers or forced-air biast. Built for lifetime service. 


How JOHNSON No. 118 Combination Bench 
Furnace Raises Efficiency of Every Shop 


Yar can do the widest range of jobs faster, better, 


SOLVED Floor Furnace 
Installation Problems 


Adjustable Joist Support 


@ Eliminates tricky header construction for sawed joists. 

Provides strong, rigid reinforcement. No sagging, creaky floors. 

Easy to install. Saves time and money. Makes a better job. 

New low price, $2 per set. Less 50% to trade. Liberal quantity discounts. 
Specify Inland Adjustable Joist Support for your next floor furnace job. 


Write for Details Today 


INLAND MFG. CO. 


co 


1120 NORTH CICERO AVE. 
CHICAGO, ILL. 
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of welcome, after which several of the 
new models were presented. The first 
morning session closed with a tour of 
the factory. 

The first afternoon session was pre- 
sided over by W. E. Derwent, vice- 
president. Highlights of the program 
consisted of talks by George E. Frazer 
of the Frazer & Torbet accounting firm 
in Chicago; S. H. Hobson, executive 
vice-president of Roper, and E. H. 
Shands, ceramics engineer. 

Interesting phases of the second 
morning’s session were the talks given 
by Mr. Derwent and R. S. Agee, sales 
promotion manager of the Association 
of Gas Appliance and Equipment 
Manufacturers. 

An illustrated talk was given by 
E. D. Pellegrin, stylist, who, in co- 
operation with Roper engineers, de- 
signed the new Roper models. 

The second afternoon session found 
E. C. Sorby, Roper’s sales promotion 
manager, presiding. Headlined during 
this session were talks by P, J. 
Naschold, sales manager of the New 
Haven Gas Light Co.; Mr. Hobson; 
E. R. Hollingsworth, advertising man- 
ager of the Roper Corp., and Mr. 
Sorby. 
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Henderson, Ky., Is Renewing 
Gas Distribution System 


Approximately 20 miles of mains and serv- 
ice laterals have beeu installed in Henderson, 
Ky., where the entire gas aistribution system 
is being renewed. Tiis compleics about 40 
per cent of the project, which is exjccted to 
be finished by the middle of March. 

According to H. E. McPhail, office clerk 
of the Municipal Service Co., Kansas City, 
which is the holder of the contract to supply 
labor and materials, gas will be turned into 
the completed section of the system as soon 
as the lines have been tested. Mr. McPhail 
estimates that the mains, which are of seam- 
less steel, coated with bitumastic enamel and 
wrapped with felt, should last indefinitely. 
In addition to new mains, 900 new meters 
have been purchased, old meters recondi- 
tioned, and new service lines laid to each 
customer. Approximately 140 men are em- 
ployed on the project under the direction of 
H. T. Holland, Jr., superintendent. 

The renewal project, which will cost about 
$150,000, is financed by a PWA grant of 
$90,800, and by city bonds. 


Parker and Weller To Head 
A.G.A. Ceramics Committee 


The Industrial Gas Section of the Amer- 
ican Gas Association announces the appoint- 
ments of George M. Parker, Mississippi 
River Fuel Corp., St. Louis, and Harvey C. 
Weller, Surface Combustion Corp., Toledo, 
as chairman and vice-chairman respectively 
of the A.G.A.’s 1939 Ceramic Industries 
Committee. The committee. will concentrate 
its investigations in the fields of porcelain 
enameling and glass-making. 
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Dou’ Dig Up Lountor Pavements! 
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Hydraulic 
PIPE PUSHER 


: P49 INSTALL PIPE WITH A 


It’s Faster — Easier — Cheaper 


Efficiency in the installation of pipe under lawns, 


Below: Set up for pushing 


streets, railroads, etc., comes from quickly pushing ander a paved street on 2 
the pipe in place with the least possible trenching. National Highway. 
Not only does it prevent damage, but it avoids inter- 
; ference with traffic and saves considerable time and Dirwinnccon ol 
money on the job. 
The Greenlee Hydraulic Pusher requires a trench 
just long enough for the pushing operation; and one 
man, standing in a comfortable position can send 
the pipe where wanted, 
simply by pumping the 
handles. It is readily port- 
able, easy to set up and 
simple to operate. 
This tool is saving money 
The Greenlee Pusher will take pipe up to 4-inch and has 6 operating for a list of users that grows 
; speeds. Pumping the handles sets up pressure within the cylinders, causing larger each week. It can do 
| wa oe nce pelle leo teas oe wel, whee tena tutes 
you about it. 
} 
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““CLEVELANDS’’ 


Years ago, “Cleveland” pioneered the com- 
pact, mobile, full-crawler trencher. Ever 
since it has devoted itself to making it bet- 
ter—more efhcient—more reliable. 

‘Today a large number of Cleveland ‘Baby 
Diggers’ and ‘lamper-Backfillers are in 
constant service in the Gas Industry. 


When it is a question of getting the most 
out of machine-trenching, you can rely on 
icf% %9 . . 

Clevelands” to give it to you. Let us tell 
you why. Write today. 

Cleveland built Trailers for 
all models speed up transpor- 
tation and increase utility. 


Machines load and unload in 
10 to 15 minutes. 


The CLEVELAND TRENCHER COMPANY 


“Pioneer of the Small Trencher’”’ 


20100 ST. CLAIR AVENUE CLEVELAND, OHIO 


“CLEVELANDS” Save More — Because they Do More 
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Speakers Chosen To Address 
Wisconsin Ass'n Convention 
A PROGRAM which will include addresses 


by men promiment in the gas industry 
has been planned for the annual convention 
of the Commercial and Technical Sections of 
the Wisconsin Utilities Association, to be 
held at the Hotel Pfister, Milwaukee, March 
13 and 14. Following the opening address, 
which is to be given by Bruno Rahn, presi- 
dent of the Wisconsin Association, will be 
discussions by A. M. Beebee, Rochester 
(N. Y.) Gas and Electric Corp.; Harry 
Swenson, director of displays and home 
planning, the Peoples Gas Light and Coke 
Co., Chicago, whose subject will be “The 
Value of Display in Merchandising”; C. A. 
Spiegel, Servel, Inc.; Bernard T. Franck, 
Grand Rapids (Mich.) Gas Light Co., whose 


GEORGE A. BURRELL 


Petroleum and Gas 


Engineer 
Design—Construction—Reports 


Suite 2900 
50 Broadway 1936-42 5th Avenue 


tora York City Pittsburgh, Pa. 


topic is “How Can Companies Profit Most 
Out of National C. P. Promotion?”; O. L. 
Kowalke, University of Wisconsin, Madison; 
end E. C. Brenner, Milwaukee Gas Light 
Co. In addition to the above program, papers 
will be presented by speakers not yet an- 
nounced, and round table sessions will be 
ucted by the Technical Section. 


Missouri Natural Gas Co. 
Makes Personnel Changes 


Homer E. Hughes, for five years service 
manager for the Missouri Natural Gas Co., 
Bonne Terre, Mo., has been promoted to the 
position of local manager and sales represen- 
tative. George Quick of Farmington, Mo., 
who has been manager at Bonne Terre, Des- 
loge, Elvins and Flat River, will devote his 
time to the other three offices. The new serv- 
ice manager of the Bonne Terre branch to 
replace Mr. Hughes is Wayne Boyd of the 
Festus, Mo., office. 


Community Natural Moves 
To New Office in Sherman 


The Community Natural Gas Co., with 
headquarters at Dallas, Texas, is to occupy 
enlarged and refinished offices in the Neath- 
erby-Batsell building at Sherman, Texas, as 
soon as the remodeling work is completed. 
Following a fire last fall which damaged the 
building, the company has been conducting 
business at 116 East Houston Street. W. W. 
Simpson is the Sherman district manager. 


HEATS ® VENTILATES ® FILTERS ® CIRCULATES ® HUMIDIFIES 


B.1 nput 


Enter the air conditioning race with 
RACE. Increased customer good-will, 
minimum service requirements and 
profits the year round will make YOU 
—THE WINNER! 


DISTRIBUTORS—DEALERS. Wire or 
Write for Territories, Discounts, De- 
tails. 


ROYAL AIR CONDITIONING EQUIPMENT Co. 


1900 N. ALAMEDA BLVD. 


COMPTON, CALIFORNIA 


Homestead “Woodfires” 
and 


“Coalfires”’ 


are the most interesting type of Gas 
Fireplace Heaters to your customers. 


They are Fires for Fireplaces—not just 
heating stoves. 


Model pictured is the No. 08 Oak 
Woodfire used with the customer's And- 
irons and Fireplace Equipment. 

THERE IS ALWAYS SPRING 
BUSINESS AVAILABLE 


Homestead Heater Co., Inc. 
Newark, N. J. 


Selvage St. 


G AS - March 1939 


J. S. Kennedy, Consolidated 
Edison Engineer, Passes 
AMES S. KENNEDY, engineer in the 


office of the vice-president in charge of 
gas operations of Consolidated Edison Co. 
of New York, died at his home in Pelham, 
N. Y., on February 10, after a long illness. 
Mr. Kennedy was 65 years old. He was born 
in Dublin, Ireland, and attended Trinity 
College. He came to this country at the age 
of 20, and was employed by the Standard 
Gas Light Co. in February, 1895, as a cadet 
engineer at the 115th Street works. 

Early in 1924 when preliminary studies 
were being made for the construction of the 
Hunts Point Plant, Mr. Kennedy was trans- 
ferred from the Standard Co. to the con- 
struction department of Consolidated Gas. 
He made a survey of the newly constructed 
waterless holders in Europe and on this 
report executive officers accepted proposal 
for the construction of four waterless hold- 
ers, one of which was the 15,000,000 cu. ft. 
holder at Hunts Point. 

In 1932 Mr. Kennedy was assigned to the 
staff of Vice-President W. Cullen Morris as 
a special engineering assistant. 
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Standard Gas and Electric 
Budgets 1939 Construction 


The preliminary construction budget for 
1939 of the public utility operating compa- 
nies in the Standard Gas and Electric Co. 
system will total $22,396,320, according to a 
statement by William J. Hagenah, president 
of Public Utility Engineering and Service 
Corp. 

This amount includes $2,528,833, which, it 
is estimated, will be carried over from the 
1938 construction budget for expenditures 
on projects not completed during 1938. 

Preliminary budgets for gas utility com- 
panies in the system will total an estimated 
$3,260,385, portions of which will go to the 
Louisville Gas and Electric Co., Northern 
States Power Co. (Minn.) and subsidiaries, 
Northern States Power Co. (Wis.) and sub- 
sidiaries, Philadelphia Co., San Diego Con- 
solidated Gas & Electric Co., and Wisconsin 
Public Service Corp. 
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Gas Holder Equipped For 
Operation During Air Raids 

The New Wortley gas holder station at 
Leeds, England, has been equipped with an 
Ediswan loudspeaker phone that will enable 
the manager and staff to continue operations 
in safety during air raids. Remote control 
apparatus for operating the gas holder sta- 
tion has been installed, which will allow 
each unit, including the master, to be moved 
to various bomb-proof shelters. 


Shelton Fills Sales Post 
For Arkansas-Louisiana Co. 


L. T. Shelton, former salesman in the new 
business department of the Arkansas-Louisi- 
ana Gas Co. at Shreveport, has been made 
sales supervisor for the company’s Mt. Pleas- 
ant, Texas, district, it was announced by W. 
H. Steffey, local manager at Mt. Vernon, 
Texas. Included in the Mt. Pleasant district 
are Pittsburg, Gilmer, Winnsboro, Talco, 
Omaha, Naples, Daingerfield and Mt. Ver- 
non, Texas. 
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You'll find the AUXILIARY SPRING SEATING PRINCIPLE 
only in Mueller Relief Valves and it is this construction 
that makes them far more sensitive to slight pressure 
variations when dangerous limits are approached. 


) ‘ | This exclusive feature permits the use of a disc made of 
Mueller Relief “ie © softer composition that seats lightly and cannot become 
, grooved or imbedded into the valve seat. The disc is 
controlled entirely by the action of the light Auxiliary 
sure, Tempera- = Spring, while the weight of the heavy main spring is 
a. 7 a & & exerted upon lugs cast into the body of the valve. Repeat- 
R a ae — ed tests both in our laboratories and under practical 

> aeeedageag operating conditions have shown that Mueller Relief 
binations if de- Valves open instantly and close tightly without dripping 
sired. Write us for within 5% of the pressure at which they are set. Be sure 
full information. your Relief Valves have this feature. 


Valves can be 
furnished for Pres- 
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It's always a good idea to install a Mueller A typical installation. 
Pressure Reducing and Regulating Valve a a a 
on every hot water installation. It insures 
a clean supply of water delivered at con- 
stant pressure. It reduces water bills, companies. 
eliminates plumbing noises, splashing at 
the faucets, and plumbing bills. Regularly 
stocked in different sizes for initial pres- 
sures from 45 to 250 lbs. with delivery 
from 25 to 75 lbs. Tell us about your re- 
quirements. 
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